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Mediterranean  Shipping  Company  has 
discovered  a  new  form  of  energy. 


t  .  .  V  /  - 

Mediterranean  Shipping  Company  (MSC)  is  the  second-largest  container  ship  line 
in  the  world,  with  a  database  that  tracks  more  than  210  billion  transactions  a  year. 
The  company  recently  upgraded  its  database  to  Microsoft®  SQL  Server® 2008,  not 
only  to  handle  this  massive  load,  but  also  to  simplify  MSC's  database  administration 
and  help  ensure  high  availability.  Which  is  like  a  new  form  of  energy  for  MSC. 

See  the  whole  story  at  SQLServerEnergy.com 


Microsoft 

$  SQL  Server  2008 


©  2009  ESET  All  rights  reserved.  Trademarks  used  herein  are  trademarks  or  registered  trademarks 
of  ESET.  All  other  names  and  brands  are  registered  trademarks  of  their  respective  companies. 


Protects  your  network 
and  your  reputation 


The  faster,  lighter  PC  protection 


Protecting  computers  is  no  longer  about  keeping  them  safe  from  infiltration 
by  viruses.  Loss  or  corruption  of  confidential  data  or  sensitive  client 
information  can  spell  disasterforany  business. 

Our  award-winning  ESET  NOD32®  Antivirus  provides  your  computers 
with  advanced  protection  utilizing  our  uniqueThreatSense®  technology. 
Engineered  to  disarm  threats  before  they  strike,  it  maintains  high 
performance  levels,  while  being  easy  on  your  system  resources. 

With  management  tools  that  scale  to  support  large  or  small  business 
networks,  ESET  NOD32  Antivirus  protects  your  network  and  your  reputation. 

Protects  against  malware 
Gives  no  chance  to  hackers 
Easy  deployment  and  administration 


we  protect  your  digital  worlds 


Microsoft’s  software  pipeline  filled 


BY  JOHN  FONTANA 

LOS  ANGELES  —  If  there  was  one  revelation 
at  last  week’s  Microsoft  TechEd  conference  it 
was  that  the  company’s  product  pipeline  is 
stuffed  with  software  timed  for  release  in  the 
next  seven  to  12  months  that  will  force  corpo¬ 
rate  IT  to  deftly  plan  and  strategize  how  it 
wants  to  deal  with  the  onslaught. 

Four  of  Microsoft’s  major  platforms  are 
queued  up  to  be  released  near  the  end  of  2009 
or  early  2010. 

Windows  7,  Windows  Server  2008  R2  and  Ex¬ 
change  2010  are  all  slated  to  ship  by  year-end, 
as  is  the  company’s  new  identity  federation 
platform,  Geneva. 

On  the  heels  of  all  that  is  another  revamped 
flagship  Microsoft  platform  —  Office  2010, 
which  is  slated  to  ship  early  in  2010  and  in¬ 
cludes  the  wildly  popular  ShareFbint  Server. 
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network  fix? 
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Behind  that  heavy-hitter  lineup  of  software, 
each  one  individually  capable  of  providing  IT 
with  an  upgrade  cycle  that  extends  well  past  12 
months,  is  a  new  version  of  SQL  Server  and  an 
appliance  version  of  the  database  for  massively 
parallel  processing  that  will  come  in  the  first 
half  of  2010 

Users  trying  to  make  sense  of  it  all  can  add 
to  the  mix  a  handful  of  code-named  projects 
that  includes  new  Application  Server  tech¬ 
nology  for  Internet  Information  Server 
(Dublin);  a  client  console  for  Forefront  secu¬ 
rity  software  (Stirling);  a  distributed  cache 
system  for  clustering  technology  (Velocity); 
and  a  componentized  version  of  Windows 
Embedded  for  devices  (Quebec).  All  that 
software  will  be  available  in  late  2009  and 
throughout  2010. 

Last  week’s  TechEd  agenda  was  jammed  with 
sessions  centered  on  no  fewer  than  10  code- 
named  future  products. 

“In  the  tech  sector  there  is  a  lot  of  planning 
and  strategy  going  on,” said  Karen  Hobert,  prin¬ 
cipal  analyst  at  Top  Dog  consulting.“When  the 
dust  settles,  people  may  strategize  around  all 
this  and  figure  out  how  to  balance  cost  with 
operational  innovation.” 

Hobert  said  the  economy  is  forcing  CIOs  to 
take  a  collective  inhale  and  a  wait-and-see  atti¬ 
tude.  She  says  IT  is  doing  more  strategy  and 
planning  these  days  because  gaffes  are  diffi¬ 
cult  to  overcome. 

The  Department  of  Labor’s  February  jobs  re¬ 
port  statistics  show  some  evidence  of  that 
thinking.  Technical  consulting  jobs  were  up 
nearly  3%  in  February  2009  as  compared  with 
the  same  month  in  2008. 

Other  evidence  is  coming  directly,  and 


loudly,  from  Microsoft,  which  is  offering  plan¬ 
ning  advice  that  has  never  been  clearer. 

At  TechEd,  keynote  presenter  Bill  Veghte, 
senior  vice  president  for  the  Windows  busi¬ 
ness,  said  companies  testing  Vista  should  stop 
and  move  to  testing  Windows  7.  The  same  ad¬ 
vice  was  repeated  for  users  who  have  not  yet 
moved  to  Exchange  2007;  they  were  told  to 
skip  it  and  wait  for  2010. 

The  advice  is  a  marked  change  from  Micro¬ 
soft’s  typical  straddling  act  in  which  users  are 
rarely  publicly  encouraged  to  abandon  one 
upgrade  plan  for  the  impending  release  of  the 
new  version  of  a  product. 

“[Microsoft]  is  being  brutally  honest,” Top 
Dog’s  Hobert  said. 

Users  who  have  sifted  through  the  haze  say  a 
strong  focus  is  needed  going  forward. 

John  Ritter,  IT  manager  in  the  School  of 
Business  at  the  University  of  Vermont,  said  the 
school  is  actively  testing  Windows  7  in  its  lab. 

“We  want  to  leverage  XP  Mode  for  a  financial 
services  app  we  have  that  doesn’t  run  on  Vista,” 
he  said,  noting  that  Windows  7  solves  a  need 
the  school  has  now. 

There  are  also  plans  to  roll  out  Windows 
Server  2008  R2  to  take  advantage  of  new  group 
policy  features  that  will  help  with  power  man¬ 
agement  and  cost  cutting. 

And  he  said  Exchange  2010  is  under  the 
microscope  because  users  won’t  have  a 
migration  option  and  will  be  forced  to  do 
more  difficult  upgrades  when  moving  from 
Exchange  2007. 

The  same  issue  was  on  the  top  of  the  list 
for  another  IT  manager  from  a  state  govern¬ 
ment  agency  who  asked  that  his  name  not 

See  Tech  Ed,  page  14 


Development  pipeline 

Microsoft’s  product  pipeline  is  stuffed  with  m^jor  releases  and  technology 
upgrades  that  will  gush  forth  with  new  products  in  the  next  8  to  12  months. 


Software 

Windows  7 

Description 

Vista  done  right? 

Availability 

Fourth  quarter  2009 

Windows  Server  2008  R2 

Bring  on  Live  Migration 

Fourth  quarter  2009 

Office  2010 

Invite  beta  in  July 

First  half  2010 

Exchange  2010 

Built-in  archive,  new  admin,  tools 

End  of  year 

Geneva 

Federation  identity  platform 

End  of  year 

Kilimanjaro 

New  version  of  SQL  Server 

First  half  of  2010 

Gemini 

New  Bl  technology 
planned  for  Kilimanjaro 

First  half  of  2010 

Madison 

Massively  parallel  processing 
(MPP)  data  warehouse 

August 

Dublin 

App  Server  extension 
to  Windows  Server 

Unannounced 

Stirling 

Central  client  for  Forefront 
security  software 

Early  2010 

Oslo 

Tools  to  build  model-driven  apps 

Unannounced 

Velocity 

Distributed  caching 
platform  for  clusters 

Mid-2009 

Quebec 

A  componentized  version  of  Windows 
Embedded  for  use  in  devices 

2010 
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The  Internet  is  alive  and  well 

Re:The  Internet  sky  really  is  falling  (http:// 
tinyurl.com/chxelv): 

Despite  Johna  Till  Johnson’s  assertion  that 
“IP  itself  is  nearing  end-of-  life,  with  no  ready 
alternative”, your  readers  should  be  assured 
that  the  Internet  Protocol  is  in  no  danger  of 
reaching  the  end  of  its  life. 

While  it  is  true  that  the  long-anticipated  end 
of  never-previously-assigned  IPv4  addresses  is 
expected  in  the  next  few  years,  that  will  not 
cause  the  cessation  of  the  Internet. 

IPv4  will  be  with  us 


for  years  or  even 
decades  to  come.  In 
the  meantime,  IPv6 
is  already  being  de¬ 
ployed  and  used, 
and  there  is  signifi¬ 
cant  effort  underway 
to  spread  the  deploy¬ 
ment.  In  fact,  a  recent 

Internet  Society  survey  (report  available  at 
www.isoc.org/ipv6)  made  it  clear  that  network 
operators  and  enterprises  of  every  size  are  pay¬ 
ing  serious  attention  to  IPv6. 

The  Internet  has  faced  significant  challenges 
in  address  space  availability  before,  and  it  has 
“routed  around”  expected  imminent  collapse 
due  to  core  congestion  issues  as  long  ago  as 
the  mid-1990s. 

Leslie  Daigle, 
Chief  Internet  Technology  Officer 
Internet  Society 

The  scary  side  of  security 

Re:  Inside  a  data  leak  audit  (http://tinyurl. 
com/pngmwq): 

The  things  I  come  across  from  time  to  time 
are  similar  to  what  was  in  this  story  So  here  is 
a  scary  one  for  you.  We’d  been  tasked  to  per¬ 
form  a  red  team  assessment  on  a  Department 
of  Defense  contractor  out  of  Hartford  who 
had  a  Chevy  Tahoe  equipped  with  all  nifty 
gadgets,  tunneling,  crypto,  etc.,  that  had  con¬ 
nectivity  to  their  offices  in  Hartford  right  back 
into  a  fiv&sided  building  in  Washington,  D.C. 

After  mutual  [nondisclosure  agreement]  sign¬ 
ing,  laying  out  the  testing  framework  and  so  on, 
one  of  the  senior  analysts  at  the  contractor 
needed  to  access  his  VPN  from  our  office  to  his 
laptop  in  the  truck,  but  he  couldn’t  since  we 


were  using  [network-access  control], We  had 
immediate  access  to  his  Tahoe,  which  in  turn 
gave  us  access  to  his  offices  in  D.C.,  which 
made  them  very  panicky 
The  public  can  never  see  some  of  the  scarier 
side  of  security  but  it’s  nice  to  know  once  in  a 
while  we  can  read  articles  such  as  yours. 

J.  Oquendo 

Twitter  is  no  Google 

Hey  Google,  did  you  just  feel  the  floor  shake? 
(http://tinyurl.com/ramasf): 

Unless  the  Internet 


**The  Internet . . .  has  ‘routed 
around’  expected  imminent 
collapse  due  to  core  conges¬ 
tion  issues  as  long  ago  as  the 
mid-1990s.  55 


community  decides  it 
wants  to  search  the 
’Net  for  inane,  mean¬ 
ingless  information 
(“What  did  the  world 
eat  for  breakfast 
today?”)  rather  than 
for  things  that  matter, 
there  is  no  way  that 
Twitter  will  ever  compete  with  Google. Twitter 
is  a  flash-in-the-pan  application  enjoyed  by 
people  with  nothing  better  to  do  with  their 
lives  than  waste  time.  If  Twitter  survives  the 
next  five  years,  I’ll  be  very  surprised. 

Anon 

Pay  again  for  Microsoft’s 
mistake? 

Microsoft:  corporate  Vista  testers  should 
switch  to  Win  7  RC  (http://tinyurl.com/ 
ogyznu): 

Given  this  obvious  and  foreseeable  conclu¬ 
sion  by  Microsoft,  the  correct  upgrade/migra¬ 
tion  strategy  for  Microsoft  to  embrace  to 
regain/retain  customers,  would  be  to  provide 
free  upgrades  to  people  and  organizations 
who  purchased  into  and  endured  the  Vista 
debacle.  By  all  reasonable  thought  processes, 
Windows  7  is  the  necessary  Service  Pack  2  for 
Windows  Vista,  not  an  opportunity  to  further 
gouge  customers. 

Anon 

E-mail  letters  to  jdix@nww.com  or  send  them 
to  John  Dix,  editor  in  chief,  Network  World,  492 
Old  Connecticut  Path,  Framingham,  MA  01 701- 
9002.  Please  include  phone  number  and  address 
for  verification 


One-day  IT  event  coming  to  a  city 
near  you! 

10-ITTracks;  Vendor  Expo;  Peer 
case-studies 


Feature  sessions  include:  Security;  WAN  services;  Network  management; 
Virtualization;  Data  centers;  SaaS;  Green  IT;  UC;VolP;  Mobility;  Application  delivery 
10  cities  in  2009 


ITR  visits  Atlanta,  Philadelphia,  Dallas  in  2009 
Register  and  qualify  to  attend  free 

www.nwdocfinder.com/9721 
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CA  Wily  Application  Performance  Management  is  designed  to 
improve  the  performance  and  availability  of  mission  critical  and 
revenue-generating  applications.  So  you  can  quickly  spot  and 
correct  online  production  application  incidents  before  they 
become  customer  problems  —  especially  in  complex  and  high 
volume  transaction  environments,  "hat's  the  power  of  lean 


Learn  more  at  ca.com/apm/value 
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Robots  improve 
efficiency  at  Thai 
hospital 


Europe  fines  Intel 
$1.4  billion  for 
antitrust  violations 


Five  IT  projects  for 
the  recovery 


Despite  a  hefty  price 
tag,  the  hospital  views 
robots  as  essential  in 
helping  reducing  human 
errors. 


The  European 
Commission  has  fined 
Intel  about  $1.4  billion 
for  violating  European 
antitrust  rules. 


http://tinyurl.com/ 
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Dean  Goodermote, 
CEO  of  DoubleTake 
Software,  chats  with 
Keith  Shaw  about  five 
areas  that  IT  depart¬ 
ments  should  focus 
their  attention  on. 


http://tinyurl.com/ 

qcrzfe 
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Who  will  check  the  security 
of  cloud  providers? 


■  Poster  on  Chinese  forum  leaks  next- 
gen  iPhone  specs.  Network  World's 
blogger  Yoni  Heisler  stirred  up  the  Apple 
rumor  mill  in  reporting  on  a  forum  poster 
on  a  Chinese  Apple  Web  site  recently  pub¬ 
lishing  what  appear  to  be  the  specs  for 
Apple's  upcoming  iPhone  model.  If  accu¬ 
rate,  the  next  iPhone  model  should  be  a  lot 
snappier.  Overall,  the  above  specifications 
are  impressive,  but  realistic  enough  to  be 
considered  credible  —  though  the  inclu¬ 
sion  of  an  FM  radio  doesn't  really  seem  like 
something  Apple  would  feature.  None¬ 
theless,  the  upcoming  iPhone  looks  to  be  a 
significant  upgrade  from  the  3G  model,  and 
lucky  for  us,  Apple's  WWDC  is  only  a  few 
weeks  away. 

http://tlnyurl.com/pr86pl 

■  Cisco:  virtualization  is  homeward 
bound.  Network  World's  Cisco  Subnet 
reports  that  during  Cisco's  third  quarter 
conference  call  last  week,  CEO  John 
Chambers  talked  about  Cisco's  intention 
of  bringing  virtualization  all  the  way  from 
the  data  center  into  the  home.  First  of  all, 
what  is  a  virtualized  home  and  why  would 
we  want  it?  Colin  Dixon,  broadband  media 
practice  manager  at  market  tracker  The 
Diffusion  Group,  has  an  interesting  take 
on  this  in  his  blog.  Dixon  describes  home 
virtualization  as  “having"  something  — 
like  a  movie  or  book  —  in  your  possession 
when  it's  not  physically  in  your  home.  It's 
not  the  location  of  the  book  or  movie  that 
matters,  just  that  you  have  access  to  it. 
Cisco  has  made  its  appetite  for  consumer 
and  home  digital  networking  and  enter¬ 
tainment  no  secret.  The  recent  launch  of 
the  Linksys  Home  Media  Hub  lets  the  com¬ 
pany  play  in  the  next  multibillion-dollar 
opportunity. 

http://tinyurl.com/poj732 

■  Google  shows  off  big  enterprise  wins. 

Network  World's  Google  Subnet  notes  that 
it's  been  a  big  month  for  Google  in  the 
enterprise.  Not  only  did  it  just  sign  on  its 
biggest  Apps  customer  to  date  (30,000- 
seats  at  auto  parts  supplier  Valeo),  but  it 
also  convinced  kitchen  appliance  maker 
Hamilton  Beach  to  dump  Lotus  Notes /- 
Domino  in  favor  of  Apps  in  the  cloud.  It's 
been  a  while  since  Google's  been  able  to 
convince  a  key  enterprise  customer —  and  a 
household  name  at  that  —  to  not  only  make 
the  switch  to  Apps  but  to  talk  about  it  pub¬ 
licly  as  well.  It's  good  news  for  Google  and 
its  PR  team.  And  it  will  be  interesting  to  see 
if  the  company  can  capitalize  on  the  wins 
and  start  making  true  inroads  in  the  enter¬ 
prise.  http://tinyurl.com/q9vqf5 


Cloud  security:  The  most  basic  facts 
about  your  data  —  such  as  where  it  is  exact¬ 
ly  and  how  it  is  replicated  —  become  diffi¬ 
cult  to  find  out  when  you  entrust  it  to  a 
cloud,  a  new  study  says.  While  that’s  not  sur¬ 
prising,  the  implications  are  large,  according 
to  the  Forrester  Research  report  “How 
Secure  is  Your  Cloud?”  by  analyst  Chenxi 
Wang.  Submitting  data  to  a  cloud  provider 
means  it  is  stored  and  manipulated  in  an 
environment  shared  with  other  customers, 
and  while  that  doesn’t  necessarily  mean  its 
security  and  privacy  are  in  jeopardy,  it  does 
mean  customers  have  to  use  diligence,  she 
says.  If  security  is  not  properly  addressed, 
potential  business  and  legal  liabilities  begin 
to  mount.  One  key  precaution  Wang  recom¬ 
mends  customers  take  is  encryption  of  the 
data  not  only  as  it  moves  around  in  the 
cloud  and  out  to  customers  but  also  as  it  sits 
in  databases.  Cloud  providers  may  address 
this  on  their  own  as  part  of  their  best  prac¬ 
tices,  but  it  is  up  to  the  customer  to  evaluate 
whether  it  is  sufficient. 
http://tinyurl.com/otwswv 

Network  architecture:  Outside  Nortel,  the 
scene  is  one  of  press  and  analysts  glancing 


frequently  and  impatiently  at  their  watches. 
Inside,  Nortel  says  it's  tearing  itself  to  pieces. 
And  then  there  are  the  vultures  —  other 
companies,  from  Avaya  to  Siemens,  that  have 
been  reported  to  be  shopping  for  a  piece  of 
Nortel  in  the  expectation  that  they'll  get 
themselves  a  networking  company  at  a  bar¬ 
gain  price.  So  what's  taking  so  long?  Nortel 
filed  for  bankruptcy  protection  four  months 
ago.  http://tinyurl.com/q4yau9 

Web  Applications:  Over  the  last  few  weeks 
I've  written  extensively  about  social  media, 
what  you  need  to  do  corporately  to  get  in  the 
swim,  and  how  to  behave  once  you've  got 
your  feet  wet.This  week  I  want  to  talk  about 
what  not  to  do.  Here  is  one  thing  1  strongly 
suggest  you  don't  do  with  social  media: 

Don't  neglect  "traditional"  forms  of  market 
communications  (paper  advertising, Web 
advertising,  newsletter  and  so  on)  in  favor  of 
social  media.  Social  media  may  be  com¬ 
pelling  but  its  value  is  largely  unproven.  Look 
upon  social  media  as  an  opportunity  with 
great  potential.  Is  it  a  cornerstone  of  your 
market  communications?  Yes.  Is  it  the  founda¬ 
tion?  No  (at  least,  not  yet). 
http://tinyurl.com/pkod7n 
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Give  your  company  the  flexibility  to 
adapt  to  any  business  environment. 


Converged  Solutions  from  Sprint  uses  a  flexible  IP  core  for  your  company’s  voice,  video  and  data 
communications.  With  technology  like  Mobile  Integration,  your  mobile  has  all  the  functions  of  your 
desk  phone.  So  you  and  your  workforce  can  adapt  to  just  about  every  situation  you  find  yourself  in. 


sprin  t.  com/convergence 


H  Certified  by 

Cisco  for  Quality 
of  Service 


©2009  Sprint.  Sprint  and  the  logo  are  trademarks  of  Sprint.  Other  marks  are  the  property  of  their  respective  owners. 
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McAfee  to  acquire 
Solidcore  Systems 

McAfee  plans  to  acquire  Solidcore  Systems  for  about  $33  million  in  cash  and 
an  additional  $14  million  if  certain  performance  targets  are  met.  McAfee’s 
interest  centers  on  Solidcore’s  whitelisting  technology,  which  can  control 
the  applications  allowed  to  run  on  a  computer.  Solidcore’s  products  today  are 
used  on  more  than  200,000  endpoints,  which  include  ATMs,  point-of-sale  systems, 
mobile  devices,  servers  and  workstations.  After  the  acquisition  is  completed, 
McAfee  expects  to  bring  Solidcore’s  whitelisting  and  compliance-enforcement 
tools  under  the  umbrella  of  the  McAfee  ePolicy  Orchestrator  management  con¬ 


sole.  http://tinyurl.com/qog6zm 

Cisco  supplying  WiMAX  gear  to 
Clearwire.  Clearwire  has  selected  Cisco  to 
supply  equipment  for  its  4G  mobile  WiMAX 
network  buildout.The  deal  appears  to  be 
Cisco’s  biggest  WiMAX  win,  though  terms 
weren’t  disclosed.  Under  the  multiyear  agree 
ment,  Cisco  also  will  develop  mobile 
WiMAXAVi-Fi  devices  for  users  that  extend  its 
Linksys  line  of  consumer  routers.The  devices, 
expected  later  this  year  for  the  CLEAR  4G 
mobile  WiMAX  service,  will  be  marketed  to 
consumers,  small  office/home  office,  and 
small-to-midsize  business  users.  Clearwire  pro¬ 
vides  mobile  WiMAX  services  in  Baltimore 
and  Portland,  Ore.,  and  plans  to  bring  its 
CLEAR  4G  service  to  more  than  120  million 
users  in  80  markets  across  the  United  States  by 
the  end  of  2010. 
http://tinyurl.com/rch3yk 

IBM  touts  ‘stream  computing’  for  real¬ 
time  data  analysis.  IBM  is  bringing  “stream 
computing”  to  the  IT  industry  with  software 
that  analyzes  thousands  of  simultaneous  data 
streams  to  help  businesses  solve  their  most 
challenging  problems.  Stemming  from  seven 
years  of  development  and  technology  from 
more  than  100  IBM  patent  filings,  stream  com¬ 
puting  is  moving  out  of  the  prototype  stage 
and  into  the  commercial  market  with  an  offer¬ 
ing  called  System  S,IBM  says.The  technology 
takes  a  fundamentally  different  approach  to 
business  analytics  by  analyzing  data  in  contin¬ 
uously  updated  streams  of  information  from 
multiple  sources,  rather  than  static  files  pre- 
loaded  into  a  data  warehouse.  System  S  chief 
scientist  Nagui  Halim  says  the  software  is 
designed  for  clusters  of  commodity  Linux 
servers.  List  price  is  about  $400,000,  but  prices 
can  range  from  $100,000  to  $1  million, 
depending  on  the  size  of  the  system,  Halim 
says,  http://tinyurl.com/qtd92y 

Oracle  buys  Virtual  Iron.  Oracle  is  contin¬ 
uing  its  spending  spree  with  an  agreement  to 
buy  Virtual  Iron,  an  acquisition  that  will  help 
Oracle  enhance  its  Xen-based  server  virtual¬ 
ization  software.The  combination  of  Oracle’s 


VM  hypervisor  and  Virtual  Iron’s  technology 
will  help  customers  optimize  capacity  utiliza¬ 
tion  with  more  dynamic  resource  manage¬ 
ment;  reduce  server  power  consumption  with 
automated  power  management  tools;  and 
provide  deeper  insight  into  server  perfor¬ 
mance  and  utilization,  according  to  Oracle. 
Virtual  Iron’s  server  virtualization  manage 
ment  platform  will  become  part  of  the  Oracle 
VM  and  Oracle  Enterprise  Manager  product 
lines.The  acquisition  is  expected  to  close  this 
summer.  Financial  details  were  not  disclosed. 
http://tinyurl.com/prdxye 

NSF  wants  $7  billion  to  fund  cybersecu¬ 
rity  research  and  more.  The  National 
Science  Foundation  is  looking  to  spend  a 
good  chunk  of  its  proposed  $7,045  billion 
budget  for  the  2010  fiscal  year  on  advanced 
network  technologies. The  overall  budget 
would  be  an  8.5%  increase  over  2009  and 
would  include  $1.1  billion  devoted  to  Net¬ 
working  and  Information  Technology  R&D,  or 
NITRD,  which  coordinates  network  and  IT 
investments  across  agencies. 

Also  on  the  IT  front,  the 
NSF  is  looking  to  com¬ 
mit  $46.7  million  to 
accelerate  innova¬ 
tion  in  silicon  tech¬ 
nology  which  is  on 
pace  to  reach  the 
limits  of  Moore’s 
Law  in  10  to  20 
years.  Funding  in  part 
would  go  toward  estab¬ 
lishing  partnerships  with 
commercial  entities  and 
national  labs.  Cybersecurity  research 
would  get  $126.7  million,  with  an  emphasis 
on  usability  and  privacy  NSF  also  is  earmark¬ 
ing  $92  million  across  research  divisions  to  do 
transformative  research  —  high-risk  work  that 
could  have  a  big  payoff. The  requested  budget 
will  put  the  agency  on  a  path  to  doubling  its 
budget  from  FY  2006  to  FY  2016,  as  envi¬ 
sioned  in  the  President’s  Plan  for  Science  and 
Innovation,  http://tinyurl.com/qppc7h 


Too  much  experience  could  be  hurting 
your  IT  job  search.  IT  professionals  with 
more  than  five  years  experience  on  the  job 
could  have  a  more  difficult  time  finding  work 
during  the  recession  than  those  with  less 
experience,  according  to  research  from 
online  career  resource  Beyond.com. The  IT 
industry  made  up  1 1%  of  online  job  postings 
in  the  first  quarter,  second  only  to  healthcare 
and  medical  at  23%,  according  to  Beyond, 
com.  But  the  number  of  IT  pros  looking  for 
work  might  not  be  considered  a  fit  for  the 
open  positions.The  research  shows  that  79% 
of  the  IT  candidates  posting  resumes  online 
had  five  or  more  years  of  experience,  while 
the  majority  of  online  job  postings  were  for 
candidates  with  less  than  one  year  of  experi¬ 
ence  (59%). In  addition,  the  data  revealed  a 
55%  increase  in  the  number  of  IT  profession¬ 
als  searching  for  a  job  vs.  during  the  same 
period  a  year  ago. 
http://tinyurl.com/o3mgb4 

Aruba  unveils  low-priced  WLAN  gear. 

Aruba  Networks  showed  off  a  new  family  of 
low-priced  wireless  LAN  access  points  and 
controllers  designed  for  fast  setup  and  easy 
management  at  branch  offices,  teleworkers’ 
home  offices  and  small  businesses.  Aruba 
used  existing  consumer  products  available 
from  a  contract  manufacturer  and  added 
new  software,  including  an  integrated  fire¬ 
wall,  to  download  and  enforce  enterprise- 
grade  security  and  management  policies.This 
strategy  means  Aruba  could  price  the  gear 
aggressively:  One  access  point  model  for  one 
to  five  users  is  $99,  while  another  model  that 
supports  as  many  as  50  users  and  includes 
802.1  In  is  $395. “No  one  has  an  enterprise- 
class  access  point  at  $99  list,”  says  Paul 
DeBeasi,  a  senior  analyst  at  Burton  Group.“If 
you’re  looking  at  deploying  three  or  four 
thousand  branch  offices,  $400  per  access  ver¬ 
sus  $99  is  a  huge  difference. 
http://tinyurl.com/p*j2nb 

HP  recalls  70,000  laptop  batter¬ 
ies.  HP  has  recalled  Lithium-Ion  bat¬ 
teries  used  in  some  of  its  laptops,  as 
they  pose  a  fire  hazard,  the  U.S. 
Consumer  Product  Safety  Com¬ 
mission  said  last  week.The  recall 
covers  about  70,000  batteries  used  in 
the  company’s  HP  and  Compaq-brand¬ 
ed  laptops. The  recall  follows  two  reports 
of  batteries  that  overheated  and  ruptured, 
resulting  in  fire  that  caused  minor  property 
damage. The  laptops  were  sold  in  computer 
and  electronics  stores  in  the  United  States 
and  HP  online  stores  between  August  2007 
and  March  2008. The  battery  packs  also  were 
sold  separately  The  batteries  were  made  in 
China,  according  to  CPSC,but  the  name  of 
the  manufacturer  of  the  batteries  was  not 
disclosed. 

http://tinyurl.com/r75e3o 
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Team  Mindwave: 

UC  Solution  Enables  Research  Team  to 
Collaborate  Anytime,  Anywhere 


Jason  Snook,  IT  Director 

MINDWAVE  RESEARCH  INC. 

Mindwave  Research  is  a  small-to-medium  size  business,  based  in  Austin, 
Texas,  that  provides  full-service  research.  Snook  joined  in  2006  as  IT  director. 
He  specializes  in  commonsense  technology  solutions  and  has  a  broad  skill  set 
ranging  from  security  to  unified  communications. 


Unified  communications  enables 
Mindwave’s  employees  to  collaborate 
from  anywhere,  says  Snook.  But  it’s  the 
flexibility  and  cost  savings,  he  explains 
here,  that  made  his  decision  to  “unify” 
his  communications  incredibly  easy. 

Why  is  unified  communications 
important  to  Mindwave? 

The  ability  to  work  collaboratively  on 
client  research  projects  regardless  of 
physical  location  is  huge.  We  leverage 
the  brightest  intellectuals,  who  are  in 
great  demand  and  highly  dispersed— 
some  travel,  some  work  from  home,  and 
others  use  our  “hoteling”  office,  which 
provides  temporary  workstations  as 
needs  arise.  The  ability  to  always  have 
the  proper  toolset  in  front  of  us  no  mat¬ 
ter  where  we  are  is  absolutely  necessary. 
Before  unified  communications,  it  was 
email  and  phone  calls.  But  if  you’re  in 
China,  email  can  be  problematic  and 
phone  calls  expensive.  Unified  commu¬ 
nications  relieves  those  burdens. 

What  challenges  did  your  previous 
communications  platform  present? 

The  greatest  challenge  was  that  we  had 
completely  separate  systems  supported 
by  separate  staff.  It  was  a  struggle  to 
maintain  everything— email  messag¬ 
ing,  voicemail  and  phone  communica¬ 
tions.  Because  we  had  to  hire  someone 


to  make  changes  or  physically  move 
phones,  we  also  lacked  flexibility.  The 
Avaya  unified  communications  solution 
brought  all  of  that  support  together 
in-house. 

What  UC  features  did  you  deploy? 

We  use  capabilities  like  twinning  exter¬ 
nal  phones  with  our  office  extensions, 
controlling  phones  from  our  PCs,  port¬ 
ing  voicemail  to  email,  and  conferenc¬ 
ing.  With  these  features  we  can  always 
take  calls,  while  clients  on  the  other  end 
don’t  know  they’ve  been  routed  to  a  cell 
phone  or  back  to  a  desk  phone.  And 
whether  in  New  York  or  Oregon,  our 
home-based  staff  can  dial  into  a  confer¬ 
ence  or  call  a  client  using  our  Austin 
phone  number. 

What  business  benefits  did 
Mindwave  derive? 

Creating  the  perception  that  we  are 
always  at  this  Austin  number  was  a  big 
win.  What’s  more,  we’ve  seen  improved 
productivity.  With  this  integrated 
workstation  at  our  fingertips,  things  are 
faster  and  it’s  easier  to  place  and  receive 
calls.  The  conferencing  capability  is  also 
beneficial.  We  can  schedule  bridges 
without  paying  per  minute,  so  we  cut 
costs  and  use  conferencing  more.  Ad¬ 
ditionally,  our  hoteling  office  staff  can 
plug  in  their  PCs  and  phones  from  any 


temporary  workstation,  so  we  save  a  lot 
in  real  estate. 

What  cost  savings  did  you  realize 
from  the  UC  solution? 

We  are  able  to  get  detail  around  two 
areas  of  savings:  savings  from  real  estate 
of  $8,000  to  $8,500  per  month,  and  sav¬ 
ings  from  outsourced  support  of  $500 
to  $700  per  month.  It’s  one  of  the  biggest 
no-brainers. 

Do  you  have  a  vision  for  Mindwave's 
future  using  UC? 

Mindwave  is  heading  in  the  direction 
of  making  our  phones  secondary  to  our 
laptops  by  enabling  those  laptops  with 
tools  to  check  availability  and  actually 
place  calls  via  the  laptop.  And  with  even 
more  flexibility,  I  can  see,  for  example, 
handing  out  a  business  card  with  one 
contact  number,  knowing  that  people 
will  always  reach  me  at  that  number. 
Now  that's  compelling. 


For  more  information  go  to: 

www.networkwor1d.com/ 

community/uc 
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Web-hosting  firms  defy  recession 

Outsourced  data  center  services  enjoy  rising  demand 


BY  CAROLYN  DUFFY  MARSAN 

After  the  dot-com  bubble  burst  in  2001,  moth¬ 
balled  data  centers  operated  by  bankrupt 
companies  such  as  Exodus  and  PSINet  were 
the  most  visible  signs  of  the  IT-driven  down¬ 
turn.  Today,  despite  the  worst  recession  in  50 
years,  Web  hosting  is  one  of  the  few  thriving 
segments  of  the  IT  industry 

Web-hosting  firms  have  seen  growing  de¬ 
mand  for  services  ranging 
from  simple  shared  hosting 
and  collocation  to  man¬ 
aged  hosting,  virtualization 
and  cloud  computing.  Com¬ 
panies  benefitting  from  the 
trend  include  Digital  Realty 
Trust,  Equinix,  Internap  and 
Sawis  —  all  of  which  re¬ 
ported  revenue  increases  in 
the  first  quarter  of  2009. 

“The  economic  crunch 
we  are  all  facing  is  forcing 
folks  to  be  more  creative 
and  more  open  minded 
about  how  they  deploy  their 
businesses,”  says  Michael 
Foust,  CEO  of  Digital  Realty 
Trust,  a  San  Francisco  owner 
and  operator  of  Internet 
data  center  facilities  that 
has  seen  its  revenues  grow 
more  than  30%  in  a  year. 

Gartner  is  predicting  con¬ 
tinued  growth  for  all  aspects 
of  Web  hosting  during  the 
next  five  years,  with  overall 
revenues  expected  to  rise  from  $14.9  billion  in 
2008  to  just  shy  of  $29  billion  in  2012.“The  eco¬ 
nomic  downturn  has  really  restricted  enter¬ 
prise  access  to  capital,”  says  Linda  Leong,  re¬ 
search  director  for  Internet  Infrastructure  Ser¬ 
vices  at  Gartner.  “Enterprises  that  were  previ¬ 
ously  looking  at  building  a  data  center  are 
either  taking  a  lease  from  a  company  like  Digi¬ 
tal  Realty  or  going  co-lo.” 

Leong  says  the  overall  Web-hosting  market  is 
growing  at  double-digit  rates  despite  the  reces¬ 
sion. “Most  companies  across  this  entire  market 
are  doing  well,” she  says. 

Web-hosting  firms  continue  to  build  new 
data  centers,  although  at  a  slower  pace  than  a 
few  years  ago.  For  example,  Digital  Realty  is 
building  400,000  square  feet  of  new  data  cen¬ 
ter  space  in  2009,  compared  with  600,000 
square  feet  last  year. 

“What  this  allows  us  to  do  is  take  more  of  a 
just-in-time  approach  instead  of  building  out 
speculatively  Foust  says.“There’s  a  lot  of  expan¬ 
sion  by  all  of  the  players,  but  it’s  a  more  rational 
approach  based  on  real  customer  demand. 
The  smart  folks  are  not  doing  build-it-and-they- 


will-come.” 

New  data  center  space  is  selling  out  quickly 
Equinix  announced  May  5  that  it  had  complet¬ 
ed  an  $82  million  expansion  of  its  Secaucus, 
N. I,  data  center,  with  50%  of  the  space  booked 
or  reserved  by  customers  on  opening  day 

“We’re  already  looking  at  phase  three  of  that 
expansion,”  says  Jason  Starr,  senior  director  of 
investor  relations  at  Equinix. 


Starr  says  the  difference  between  now  and 
2001  is  that  the  Web-hosting  industry  didn’t  go 
into  the  recession  with  overcapacity.  “We’ve 
seen  stats  on  the  industry  where  it’s  above  70% 
utilization.  Some  cities  are  even  tighter  than 
that,”  Starr  says. 

Web-hosting  firms  report  that  demand  is  up 
from  all  vertical  industries,  including  financial 
services,  media,  healthcare  and  software-as-a- 
service  (SaaS). 

“It’s  a  paradox,  but  we’re  seeing  growing  de¬ 
mand  and  a  growing  number  of  applications 
from  financial  services  firms,”  Foust  says. 
“There’s  still  quite  a  bit  of  regulatory  compli¬ 
ance  and  business  continuity  needs  to  be 
met,  and  new  internal  applications  for  risk 
management.” 

Foust  says  investment  banks,  commercial 
banks,  insurance  companies  and  securities 
trading  platforms  are  outsourcing  applica¬ 
tions  to  Digital  Realty’s  data  centers  because 
these  turnkey  facilities  provide  low  operating 
costs.  Digital  Realty’s  new  customers  this 
quarter  include  asset  management  firm 
Neuberger  Berman. 


“I  don’t  think  this  shift  is  temporary’  Foust 
says.“We’ve  seen  a  continued  growing  demand 
for  data  centers  and  growing  acceptance  of 
our  solutions.” 

Most  enterprises  are  buying  Web-hosting  ser¬ 
vices  as  a  cost-saving  move.  Outsourcing 
allows  them  to  reduce  their  capital  spending 
on  data  center  floor  space, servers  and  network 
equipment  and  replace  it  with  a  monthly  oper¬ 
ational  expense. 

“The  value  proposition 
of  managed  outsourcing 
is  growing,”  says  Bryan 
Doerr.CTO  at  Sawis.“That’s 
combining  with  the  cost¬ 
cutting  pressures  that 
many  companies  are  ex¬ 
periencing  as  a  result  of 
the  economic  downturn. 
These  two  things  are  com¬ 
ing  together  to  overcome 
some  of  the  historical 
resistance  to  adopting 
outsourcing.” 

Customer  feedback 

Cost  savings  is  what 
prompted  Availity  to 
select  Sawis  as  its  man¬ 
aged  Web-hosting  pro¬ 
vider  in  2008.  Previously, 
the  healthcare  SaaS  pro¬ 
vider  used  IBM’s  data  cen¬ 
ters.  Availity  hosts  its  appli¬ 
cation  —  which  is  used  by 
50,000  healthcare  pro¬ 
viders  —  at  Sawis  data  centers  in  Dallas  and 
Atlanta. 

“It’s  so  critical  to  be  up  all  the  time  when  you 
have  an  Internet-facing  portal  application  like 
ours,”  explains  Jon  McBride,  CIO  of  Availity  “If 
you  look  at  the  cost  of  building  a  first-class  data 
center  that  will  be  millions  of  dollars,  and  that’s 
not  our  core  business  or  our  core  strength.  We 
were  looking  for  someone  to  take  care  of  all 
the  pipes  and  pings  and  all  that... We  would 
rather  spend  our  resources  on  our  application.” 

McBride  says  Availity s  100-person  IT  shop 
focuses  on  adding  new  features  to  its  soft¬ 
ware,  which  has  doubled  its  user  base  in  the 
last  year. 

“We  do  600  million  transactions  annually” 
McBride  says.  “We  need  very  high  uptime  and 
great  performance.... The  other  thing  we  get 
with  Sawis  is  the  ability  to  have  geographic 
redundancy 

Dave  Banks,  CTO  with  Propertyroom.com, 
says  the  police  auction  Web  site  can  handle 
bursty  traffic  because  it  runs  on  Sawis’  cloud 
computing  infrastructure. 

See  Web  hosting,  page  14 


U.S.  Web  hosting  firms  enjoy  rising  revenues 
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CA  Spectrum  solutions  help  you  pinpoint  and  solve  information  flow 
problems  across  the  IT  infrastructure  —  networks,  physical  and  virtual 
systems,  databases  and  applications  —  before  they  impact  your  end  users. 
Eliminate  costly,  labor-intensive  oversight  and  deliver  seamless  service 
with  payback  in  under  a  year.  rhat's  the  power  of  lean. 


Read  the  IDC  white  paper  on  CA  software  and  ROI  at  ca.com/spectrum/value 
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NEWS  ANALYSIS 


AXAttach 


Superior  SIP-based  VoIP 
Conferencing  Solutions 


•/  Better  audio  performance 
•/  Better  room  coverge 
■/  Better  price 


Visit  www.clearone.com/listen 
to  hear  the  difference. 


Tech  Ed 

continued  from  page  5 

be  used. 

“We  are  going  to  have  to  carefully  plan  out  the  upgrade  because  we 
don’t  have  any  budget  to  get  another  machine,  which  we  would  need,” 
he  said. 

Clearly,  with  all  the  software  released  by  Microsoft  in  the  next  year, 
choices  will  have  to  be  made  and  the  clearest  indication  of  what 
those  choices  are  could  come  in  July  when  Microsoft  reports  its 
earnings,  including  the  depth  of  corporate  renewals  on  Enterprise 
Agreement  (EA)  contracts. 

Those  volume  licensing  agreements  run  for  three  years  and  give 
users  licenses  for  software,  most  notably  Windows  and  Office.  And 
a  significant  portion  of  those  contracts  historically  expire  in  Micro¬ 
soft’s  fiscal  fourth  quarter  (April  to  June). 

With  Windows  7  shipping  in  the  next  seven  months,  volume-licensing 
customers  will  likely  renew  EA  contracts,  which  would  give  users  the 
rights  to  the  new  client  operating  system. 

In  addition, generally  favorable  user  reviews  coming  out  of  TechEd  on 
Windows  Server  2008  R2  could  lead  companies  to  cover  Core  Client 
Access  Licenses  on  their  EA  contracts.  With  those  client  access  rights, 
users  would  be  inclined  to  look  at  the  new  version  of  Exchange  and 
SharePoint  Server  2010. 

The  results  could  either  be  a  perfect  match  for  Microsoft  with  major 
product  releases  carefully  planned  to  coincide  with  an  important  mile 
stone  in  the  IT  buyer’s  upgrade  cycle,  or  a  roar  that  falls  on  nearly  deaf 
ears  of  those  with  severely  deflated  corporate  wallets.  ■ 


Web  hosting 

continued  from  page  12 

“They  manage  the  hardware,  they  manage  the  OS,  the  patching,  the 
firewalls,  the  load  balancing,  all  the  network  hardware  and  the  infra¬ 
structure  for  us,  and  we  have  our  software  running  on  top  of  it,” 
Banks  says. 

Banks  says  Propertyroom.com  runs  its  application  on  seven  virtual¬ 
ized  servers  at  Sawis’  Chicago  data  center. 

Doerr  says  CIOs  want  to  focus  their  internal  resources  on  mission-crit¬ 
ical  applications  while  offloading  rudimentary  IT  operations.“Where 
[CIOs]  add  value  is  as  a  change  agent  for  the  business,  as  they  incorpo¬ 
rate  technology  and  evolve  the  business  for  opportunities  provided  by 
technology  he  says.“None  of  that  is  dependent  on  how  well  they  oper¬ 
ate  a  data  center  facility  or  operate  a  server,  or  patch  a  server  or  operate 
a  firewall.” 

Salesforce.com,  for  example,  runs  its  entire  IT  infrastructure  on  three 
Equinix  data  centers,  while  Bechtel  uses  Equinix  data  centers  to  support 
its  push  to  a  private  SaaS  model. 

Equinix  says  the  main  reason  companies  such  as  Bechtel  and  Sales- 
force  chose  its  data  centers  is  because  they  are  carrier-neutral  and  allow 
for  reduced  latency  on  applications  that  run  across  many  networks. 

“The  savings  [customers]  get  by  having  access  to  all  of  these  net¬ 
works  under  one  roof  can  offset  what  they  are  spending  with  Equinix,” 
Starr  says. 

Whether  the  demand  for  Web-hosting  services  is  a  stop-gap  measure 
for  enterprises  until  the  economy  recovers  or  a  permanent  trend  re¬ 
mains  to  be  seen.  Web-hosting  firms  report  that  once  they  get  an  enter¬ 
prise  customer  to  outsource  an  application  to  one  of  their  data  centers, 
the  customer  tends  to  off-load  more  applications  and  add  more  man¬ 
aged  services  over  time. 

“A  CIO  running  out  of  data  center  space  will  look  across  the  portfolio 
of  applications  and  take  those  that  are  the  most  modular,  most  standard, 
lowest  overhead  from  a  risk  perspective  and  move  them  out  of  the  data 
center  into  a  relationship  with  a  service  provider,  freeing  up  power  and 
space  in  the  primary  data  center  for  critical  applications,”  Doerr  says. 

Starr  says  it’s  very  difficult  to  take  an  application  out  of  an  Equinix  data 
center  and  bring  it  back  in-house.“It’s  a  very  sticky  business  model.”  ■ 
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TECH  UPDATE 

■  An  inside  look  at  technologies  and  standards 


Enter  the  cloud 

BY  DAVID  ROBBINS 

Cloud  computing  is  a  reality,  and  it’s  a  force  that  IT  professionals  need 
to  quickly  come  to  terms  with. The  economic  and  social  motivation 
for  the  cloud  is  high,  the  business  need  for  speed  and  agility  is 
greater  than  ever  before,  and  the  technology  has  reached  a  level  in  which 
prudent  investments  in  cloud  services  are  fast  and  easy  The  number  of 
cloud  success  stories  is  growing  every  week. 


The  cloud  is  here,  but  what  exactly  is  it? 
Where  is  it  headed?  What  are  the  risks?  And 
how  can  IT  organizations  prepare? 

Cloud  computing  is  the  use  of  Internet- 
based  services  to  support  a  business  process. 
Cloud  services  typically  have  the  following 
characteristics: 

•  They  can  be  rapidly  deployed,  so  they  are 
quick  to  value. 

•  There  is  little  or  no  start-up  cost  and  no  cap¬ 
ital  investment. 

•  Costs  for  services  are  usage  based  with  no 
fixed  commitment. 

•  Services  can  be  quickly  and  easily  scaled 
up  or  down  with  no  penalty 

•  Services  are  multi-tenant. 

•The  ability  to  customize  a  service  is  limited. 

The  cloud  lets  users  contract  for  services  at 
three  levels: 

•  Infrastructure-as-a-service  :  Grids  of  virtual¬ 
ized  servers,  storage  and  networks.  Examples 
include  Amazon’s  Elastic  Compute  Cloud  and 
Simple  Storage  Service. 

•  Platform-as-a-service:  The  abstraction  of 
applications  from  traditional  limits  of  hardware 
allowing  developers  to  focus  on  application 
development  and  not  worry  about  operating 
systems,  infrastructure  scaling,  load  balancing 
and  so  on.  Examples  include  Force.com  and 
Microsoft’s  Azure  investments. 

•  Software-as-a-service:  Applications  with 
a  Web-based  interface  accessed  via  Web  ser¬ 
vices  and  Web  2.0.  Examples  include  Google 
Apps,  SalesForce.com  and  social  network 
applications  such  as  Facebook. 

A  slew  of  investors  are  exploring  cloud 
options  while  Amazon  and  Google  already 
have  important  cloud  offerings  and  compa¬ 
nies  such  as  Microsoft  and  IBM  are  investing 
billions  of  dollars. 


Got  great  ideas? 

■  Network  World  is  looking  for  great 
ideas  for  future  Tech  Updates.  If  you’ve 
got  one,  and  want  to  contribute  it  to  a 
future  issue,  contact  Editor  in  Chief 

John  Dix  (jdix@nww.com) 


Looking  further  into  the  future, standards  will 
emerge  that  reduce  some  of  the  uncertainties 
of  contracting  for  cloud  services. 

As  with  any  service,  with  the  cloud  you 
should  always  make  sure  that  you  know  what 
you  are  paying  for  and  what  measurements 
exist  to  show  you  are  actually  receiving  the  ser¬ 
vice.  You  should  pay  careful  attention  to: 

•  Service  levels  —  Cloud  providers  may  be 
hesitant  to  commit  to  consistency  of  perfor¬ 
mance  for  an  application  or  transaction. 
Understand  the  service  levels  you  can  expect 
for  transaction  response  times,  data  protection 
and  speed  of  data  recovery 

•  Privacy  —  Someone  else  hosting  and  serv¬ 
ing  your  data  could  be  approached  by  the  U.S. 
government  to  access  and  search  that  data 
without  your  knowledge  or  approval.  Current 
indications  are  that  they  would  be  obligated  to 
comply 

•  Compliance  —  You  are  probably  already 
aware  of  the  regulations  that  apply  to  your  busi¬ 
ness.  In  theory,  cloud  service  providers  can 
meet  the  same  level  of  compliance  for  data 
stored  in  the  cloud,  but  you’ll  need  to  take  extra 
care  because  most  of  these  services  are  young. 

•  Data  ownership  —  Do  you  still  own  your 
data  once  it  goes  into  the  cloud?You  may  think 
the  answer  to  this  question  is  obvious,  but  the 
recent  flap  over  Facebook’s  attempt  to  change 
its  terms  of  use  suggests  that  the  question  is 
worth  a  second  look. 

•  Data  mobility  —  Can  you  share  data  be 
tween  cloud  services?  If  you  terminate  a  cloud 
relationship  can  you  get  your  data  back?  What 
format  will  it  be  in?  How  can  you  be  sure  all 
other  copies  are  destroyed? 

For  a  service  that’s  going  to  be  critical  to  your 
company,  the  best  advice  is  to  ask  a  lot  of  ques¬ 
tions  and  get  all  commitments  in  writing. 

What  are  smart  companies  doing  now? 

There  are  a  lot  of  opportunities  for  IT  organi¬ 
zations  to  leverage  cloud  services.  Many  orga¬ 
nizations  are  enhancing  their  existing  infra¬ 
structure  to  take  advantage  of“cloud  bursting”; 
when  you  need  extra  capacity  for  an  activity, 
you  can  quickly  leverage  resources  from  the 
cloud  rather  than  investing  in  those  resources 
in-house. 


Development/test  and  similar  activities  are 
also  great  cloud  opportunities,  allowing  you  to 
reduce  capital  spending  and  related  data  cen¬ 
ter  costs  while  increasing  speed  and  agility 

Companies  that  are  hesitate  to  commit  data 
to  the  cloud  are  developing  models  to  store 
production  data  in  their  own  facilities  to  en¬ 
sure  they  meet  compliance  requirements 
while  leveraging  massive  compute  resources 
in  the  clouds  for  processing  as  needed. 

Are  you  ready? 

If  your  organization  is  just  beginning  to  ex¬ 
plore  the  cloud  there  are  a  number  of  mature 
cloud  services  that  can  be  considered  “low- 
hanging  fruit,”  such  as  e-mail  services.  But  in 
addition  to  looking  outside,  you  may  want  to 
evolve  your  internal  infrastructure  toward  a 
more  cloud-like  model. 

That  will  likely  mean  determining  what  role 
IT  will  play  in  enabling  the  business  models  re¬ 
quired  by  today’s  economy  How  will  you  im¬ 
prove  speed  and  agility?  How  can  you  support 
your  business  operations  with  fewer  fixed  ex¬ 
penses?  What  will  you  do  to  engage  a  new  gen¬ 
eration  of  professionals? 

You  should  define  opportunities  and  work 
with  your  customers  to  understand  what  ser¬ 
vices  can  best  meet  your  needs  or  fill  gaps  in 
your  existing  IT  portfolio. 

The  first  step  is  to  assess  your  ability  to  assist 
in  contracting  for  cloud  services.Your  job  is  to 
make  the  process  simple,  repeatable  and  bene¬ 
ficial  to  your  business. 

Second,  you  need  to  identify  which  services 
can  reside  in  the  cloud  and  which  should  be 
internal.  Determine  what  systems  and  services 
are  core  to  your  business  or  store  your  crucial 
intellectual  property  These  should  be  catego¬ 
rized  as  high  risk  and  not  considered  cloud 
opportunities  in  the  near  term. 

Finally  you  need  to  develop  a  sourcing  strat¬ 
egy  to  achieve  the  low  cost, scalability  and  flex¬ 
ibility  your  business  is  seeking.  This  should 
include  all  the  necessary  protections  such  as 
data  ownership  and  mobility  compliance  and 
other  elements  familiar  from  more  traditional 
IT  contracts. 

Robbins  is  CTO  for  IT  at  NetApp.  He  is  respon¬ 
sible  for  identifying  and  selecting  new  technolo¬ 
gies  and  establishing  the  adoption  road  map 
and  timing  for  NetApp  IT  delivery. 


This  vendor-written  tech  primer  has  been 
edited  by  Network  World  to  eliminate  prod¬ 
uct  promotion,  but  readers  should  note  it 
will  likely  favor  the  submitter's  approach. 
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Excel,  Twitter,  FreeBASIC  and  a  book 

s 


GEARHEAP 

Mark  Gibbs 


’ve  written  about  Twitter  on  and  off  over  the 
last  few  weeks  (http://tinyurl.com/p9jjmz) 
and  it  seems  that  interest  and  innovation  in 
social  media  in  general  and  Twitter  in  particular 
continues  unabated. 

To  keep  track  of  all  of  the  Twitter  applications 
and  services  that  are  appearing,  about  a  month 
ago  I  started  to  compile  a  directory  of  Twitter 
stuff. This  was  going  quite  well  (I  was  up  to  224 
outline  entries)  but  then  a  few  days  ago  reader  Chris  Miller  (St.  Louis) 
wrote  to  tell  me  that  he  had  noticed  my  “Twitter  binge”  and  suggested 
that  my  obsession  might  be  aided  and  abetted  by  his  Twitter  directory  at 
EverythingTwitter.com  [http://bit.ly/162t8u] . 

He’s  right.  This  Web  site  is  a  great  compendium  of  all  things  twitterif- 
ic  and  well  worth  exploring  to  see  what  tools  and  services  might  be 
valuable  to  you.  1  award  EverythingTwitter.com  a  5  out  of  5  rating. 

In  the  last  Gearhead  column  that  analyzed  Twitter  with  Excel  I  offered 
readers  a  copy  of  the  batch  files  and  utility  programs  I  had  assembled 
to  grab  and  analyze  Twitter  data.  What  I  eventually  sent  out  wasn’t  quite 
what  I  had  planned. The  system  of  batch  files  just  wasn’t  up  to  the  job, 
so  in  addition  to  cURL,I  resorted  to  a  suite  of  ugly  little  programs  I  wrote 
using  FreeBASIC. 

FreeBASIC  is  a  free,  open  source  BASIC  compiler  for  Windows  that  is 
mostly  QuickBasic-compatible  and  also  provides  features  such  as 
threading,  operator  overloading,  function  overloading  and  namespaces. 
FreeBASIC  comes  with  an  integrated  development  environment  and,  as 
a  way  to  build  quick  and  dirty  tools,  it’s  outstanding. 

The  only  drawbacks  are  that  it  is  Windows-only  sometimes  produces 
diagnostic  messages  on  programming  errors  that  make  little  sense,  and 
some  of  the  documentation  is  incomplete.  Bottom  line:  An  excellent 


tool  despite  its  minor  shortcomings.  I’ll  give  FreeBASIC  a  rating  of  4.5 
out  of  5  —  definitely  something  to  keep  in  your  toolbox. 

In  my  Excel/Twitter  solution  a  main  program  takes  the  command-line 
arguments  (these  are  a  search  term  and  start  and  stop  dates)  and  calls 
a  helper  program  for  each  date  in  the  range  specified. 

This  helper  program, in  turn, loops  for  as  many  as  500“pages”of  search 
results  by  executing  a  PIPE  command  using  cURL.The  PIPE  lets  cURCs 
output  (the  results  of  a  Twitter  search)  be  read  by  the  helper  program 
and  parsed  to  count  the  number  of  Tweets  returned  (by  searching  for 
the  string  lclass=” avatar’”,  which  only  occurs  in  the  user  data  associated 
with  a  Tweet ...  I  did  say  it  was  ugly). 

The  helper  program  (which  I  created  to  ensure  that  the  PIPE  input  to 
the  program  was  closed  before  performing  the  next  PIPE  command) 
calls  another  utility  that  builds  a  CSV  file  (that  is  named  after  the  search 
term)  and,  voila!  You  wind  up  with  a  data  file  that  you  can  haul  into 
Excel  and  slice  and  dice  to  your  heart’s  content. 

All  of  you  who  asked  for  this  package  of  programs,  this  cornucopia  of 
code,  this  salmagundi  of  software,  should  have  received  an  email  by 
now  —  if  you  didn’t  hear  from  me  or  have  yet  to  request  the  files,  then 
please  resend  your  request  to  “gearhead@gibbs.com”  with  the  subject 
“TA”  otherwise  your  request  may  not  be  noticed. 

To  close  this  week  I  want  to  recommend  a  book  that  anyone  design¬ 
ing  Web  applications  will  find  really  useful:  Effective  Prototyping  with 
Excel  by  Berger  et  al  (Morgan  Kaufmann,2009).This  well-designed  book 
details  techniques  for  using  Excel  as  a  user  interaction  prototyping  sys¬ 
tem.  It  is  thorough,  insightful  and  capitalizes  on  a  tool  every  IT  profes¬ 
sional  will  have  anyway  Terrific  stuff  and  worth  a  5  out  of  5. 

Gibbs  is  basically  in  Ventura,  Calif..  Your  requests  to  gearhead@ 
gibbs.com. 


Keith  Shaw 


Seagate’s  Replica  truly  set  and  forget 


COOLTOOLS 


The  scoop:  Replica  backup  storage  device,  by 
Seagate,  about  $200  (for  500GB  version;  250GB 
version  costs  $130) 

What  it  is:  Imagine  a  really  small  toaster  that 
was  flattened,  and  you  get  the  idea  of  the  size  of 
the  Seagate  Replica,  a  250GB  or  500GB  hard 
drive  that  connects  quickly  and  easily  to  your 
PC  or  notebook  to  provide  instant  backup  of 
everything  that  you’ve  got  stored  on  the  com¬ 
puter.  Unlike  regular  external  USB  hard  drives,  users  can  just  plug  in  the 
Replica  and  leave  it  alone  —  the  software  takes  care  of  the  rest,  backing 
up  all  the  files  on  the  hard  drive  without  needing  any  additional  user 
support.The  500GB  version  is  aimed  at  backing  up  two  computers  —  it 
also  comes  with  a  handy  USB  docking  station  that  lets  you  place  the 
Replica  on  a  vertical  stand. 

Why  it’s  cool:  If  you  (or  your  users,  or  family  members)  hate  the  idea 
of  data  backup, you  really  can’t  get  any  easier  than  the  Seagate  Replica. 

The  “set  it  and  forget  it”  concept  really  does  apply  here.  After  connect¬ 
ing  the  USB  cable  to  my  notebook,  I  got  the  pop-up  window  asking  me 
whether  I  wanted  to  start  the  backup,  and  after  choosing  “yes”,  the 
Replica  was  off  and  running.The  cool  part  is  that  the  Replica  runs  in  the 
background, allowing  you  to  do  other  work  while  it  does  the  backup.The 
software  is  also  smart  enough  to  track  changes  to  your  files  while  it’s 
working, so  you  can  be  assured  that  the  Word  document  you 
created  while  Replica  was  running  will  still  be  backed  up. 

Another  cool  feature:  Replica  will  remember 
where  it  was  in  the  backup  process  if 
you  shut  down  the  system,  and 
will  start  back  up  when 
you  plug  it  in  later.  I 
started  a  backup 
at  home  one  night 


and  was  able  to  finish  it  at  work  the  next  day  for  example. The  Replica 
software  runs  in  the  Windows  system  tray  (at  least  in  Windows  XP),and 
lets  you  get  a  glimpse  as  to  its  status  (how  many  files  it  has  left  to  copy, 
for  example), as  well  as  other  options  for  backup  and  security  (you  can 
set  a  password  for  access  to  the  backup  copy). 

Some  caveats:  The  only  recommendation  I  would  have  before  using 
this  is  to  make  sure  that  you’ve  cleaned  up  the  hard  drive  you  want  to 
back  up.  In  my  test,  it  took  several  hours  for  the  Replica  to  copy  every 
single  file  (I  had  at  least  30,000  files  it  needed  to  go  through),  and  this 
likely  includes  files  that  I  really  don’t  need  copied.  If  you  are 
relatively  organized  in  your  file  storage,  it  might  be  easier 
and  quicker  to  just  copy  needed  files  (photos,  music  and 
videos,  for  example)  via  a  regular  USB  external  hard  drive. 

Grade:  ★★★★★  (out  of  five) 

Shaw  can  be  reached  at  kshaw@nww.com.  Follow  him 
on  Twitter  at  http://twitter.com/shawkeith 

Seagate’s  Replica  takes 
the  pain  out  of 
data  backup. 
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Employee  Productivity  Losses 
Hit  All-Time  High:  Annual 
Costs  to  U.S.  Enter; 
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A  recent,  independent  research  study  shows  that  Trend  Micro™  Enterprise  Security,  powered  by  the  Trend 
Micro  Smart  Protection  Network™,  can  lower  your  security  management  costs  by  up  to  40%.  That’s  because 
this  next-generation,  cloud-client  security  infrastructure  enables  a  unique  combination  of  solutions  and 
services  to  stop  threats  before  they  reach  your  network,  significantly  reducing  enterprise  risk  and  productivity  loss. 
Enterprises  around  the  world  are  saving  big  and  you  can,  too.  Run  the  numbers  and  see  how  the  Trend  Micro 
Smart  Protection  Network  can  help  you  reduce  costs  without  compromising  security. 
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►  Try  our  free,  online  TCO  impact  calculator  now  at  trendmicro.com/thinkagain 
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BY  NEAL  WEINBERG 

GOLF  ASSOCIATION 

HOOKS  INTO 
IBM’S  CLOUD 

USGA  signs  on  with  Big  Blue  for 

disaster-recovery  services 


■  Business  resiliency  was  the 
main  driver  for  the  United  States 
Golf  Association  when  it  recently 
chose  the  IBM  cloud  for  e-mail 
and  data  protection  services. 

Jessica  Carroll,  managing  direc¬ 
tor  of  IT  for  the  nonprofit  govern¬ 
ing  body  of  golf,  says  her  existing 
backup  and  disaster-recovery 
plans  were  well  designed  for  busi¬ 
ness  conditions  five  years  ago.  But 
they  were  no  longer  adequate  for 
todays  world  in  which  companies 
can’t  afford  to  be  down  for  even 
brief  periods  of  time. 

The  USGA  has  close  to  70  servers 
—  most  based  at  headquarters  in 
Far  Hills,  N.J.,  with  some  at  a  back¬ 
up  site  20  miles  away,  and  others  in 
Colorado  Springs,  Colo.The  organi¬ 
zation  has  about  350  employees, 
roughly  225  at  headquarters  and 
the  rest  scattered  at  remote  offices 
across  the  country. 

The  USGA  had  traditionally 
done  storage  and  backup  inter¬ 
nally,  Carroll  says.  In  the  event  of  a 
total  disaster,  the  USGA  would 
have  ordered  new  equipment 
from  its  vendors,  set  things  up  in  a 
backup  location  and  retrieved 
backup  tapes  that  had  been  stored 
offsite.  In  that  scenario,  it  might 


have  taken  a  week  before  key 
data,  such  as  4  million  member¬ 
ship  records,  would  have  been 
available  again. 

That  type  of  delay  might  have 
been  acceptable  once,  but  it  doesn’t 
make  the  cut,  Carroll  says. 

She  looked  for  a  better  option 
and  found  a  cloud-based  business 
resiliency  service  from  IBM. “IBM’s 
reputation  and  the  services  it  was 
offering  were  enterprise  class,” 
Carroll  says.“I  knew  right  away  this 
was  the  way  to  go. The  product  was 
so  strong.” 

Even  so,  the  conservative  Carroll 
did  her  due  diligence.  “We  were 
back  and  forth  for  almost  a  year,” 
she  says,  before  the  final  contract 
was  signed. 

The  agreement  with  IBM  Infor¬ 
mation  Protection  Services  has 
three  components.  First,  there's  an 
IBM-hosted  hot  site,  with  servers 
set  aside  and  ready  for  the  USGA 
to  use  in  case  of  a  disaster. That  ser¬ 
vice  has  nothing  to  do  with  cloud 
computing,  Carroll  points  out. 

The  second  service  is  a  cloud- 
based  e-mail  continuity  service  in 
which  IBM  automatically  syncs  up 
with  the  USGA’s  onsite  e-mail 
servers.  “If  I  have  a  disruption,  if  a 


machine  is  down,  at  the  flip  of  a 
switch,  we  flip  over  to  the  Web  ser¬ 
vice,”  Carroll  says. 

E-mail  is  a  critical  application  for 
the  USGA,  which  generates  150,000 
messages  a  day  “It’s  really  been  on 
my  mind,”  Carroll  says.  E-mail  com¬ 
munication  between  the  USGA 
and  its  members  is  “necessary  to 
run  to  business.” 

She  adds,  “Last  summer  the 
phone  system  went  down  for  a 
couple  of  days  and  nobody 
blinked  an  eye.  If  e-mail  is  off  for  30 
seconds,  the  help  desk  phones  are 
ringing.” 

Carroll  says  testing  and  imple¬ 
mentation  of  the  Outlook  e-mail 
service  was  completed  last  fall. 

The  other  cloud  service  is  a  night¬ 
ly  backup  of  2TB  of  mission-critical 
data.  She  says  the  USGA  had  two 
implementation  options  —  it  could 
have  had  every  server  perform  a  full 
backup  over  the  WAN  to  the  IBM 
cloud. That  would  have  taken  eight 
hours  every  night. 

Carroll  says  she  went  with  the 
second  option.  Software  agents 
placed  on  each  server  take  snap¬ 
shots  of  the  data.  Those  snapshots 
are  funneled  into  a  server  in  the 
USGA  data  center,  then  backed  up 
to  the  IBM  cloud.  That  option  cost 
a  bit  more,  but  Carroll  says  it  was 
worth  the  extra  expense. 

Again,  she  says  testing  to  make 
sure  the  service  does  what  it’s  ad¬ 
vertised  to  do  is  critical. 

While  Carroll  doesn’t  consider 
herself  to  be  on  the  bleeding  edge, 
she  does  have  some  experience 
See  USGA,  page  22 
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If  I  have  a  disruption,  if  a  machine 
is  down,  at  the  flip  of  a  switch 
we  flip  over  to  the  Web  service.!  J 

JESSICA  CARROLL,  MANAGING 
DIRECTOR  OF  IT,  USGA 


DELL  DELIVERS 
ON  DEPLOYMENT 

►  Effectively  ensure 
dynamic  deployment 
and  lower  TCO 

►  Dell  Automation 
Deployment  Engine 
enables  one-time 
installation  of  numerous 
processes 

►  PC  Automation  modules 
automate  routine 
deployment  tasks  like 
settings  migration  and 
security  policies 

►  Enables  IT  professionals 
to  deploy  several 
machines  at  once 


To  find  a  Dell  solution 
tailored  to  your  needs, 
please  call  877-215-8518. 
For  more  information, 
please  visit  www. 
simplifyvista.com/nww 


Businesses  today  expect  more  from  IT  than  maintenance;  they  require 
competitive  advantage  in  agility,  security  and  scalability.  IDC  believes  deployment  is 
the  time  to  seek  those  advantages,  and  a  lower  TCO.  They  are  readily  available,  but 
require  companies  to  standardize  on  a  best-in-class  platform  like  Vista,  and  to  automate 
deployments  as  much  as  possible. 

Bluntly  put,  there  is  no  business  case  for  deploying  less-than-optimally  secure  equipment 
with  a  higher  TCO.  For  IT  decision  makers  in  today's  environment,  a  proven  way  to 
maximize  security  and  minimize  TCO  is  to  purchase  Windows  Vista  on  Dell  equipment 
for  all  new  deployments— and  then  automate  those  deployments,  all  with  an  eye  toward 
migrating  easily  to  Windows  7  when  the  time  comes. 

WINDOWS  VISTA  ON  DELL  IS  POWERFUL 

Windows  Vista  is  more  than  an  upgrade  from  Windows  XP;  it's  a  step-change  to  keep 
pace  with  the  business  environment.  With  advantages  in  mobility,  security,  collaboration 
and  productivity,  Windows  Vista  pays  now  while  setting  CIOs  up  for  a  smooth  transition  to 
Windows  7. 

In  terms  of  mobility,  Vista's  Mobility  Center  puts  frequently-used  notebook  settings  (like 
power  management  and  sleep  state)  in  a  single  place.  Vista  enables  remote  collaboration 
with  Windows  MeetingSpace,  allowing  up  to  10  workers  to  collaborate  securely  over  a 
wired  or  wireless  network.  And  Vista  offers  best-in-class  security,  with  an  infection  rate  60.5 
percent  less  than  XP  SP2  systems;  this  is  owing  to  security  tools  like  BitLocker  technology, 
which  encrypts  hard  drives  and  enables  "remote  kill"  capability.  Finally,  Vista  offers  Web 
2.0-grade  desktop  search  capability,  finding  files  in  seconds,  versus  minutes  on  XP. 

Dell  answers  the  demands  for  manageability  and  lower  TCO  with  its  Deployment 
Optimization  Model  (See  sidebar).  IDC  research  discovered  that  much  of  a  computer's 
TCO  occurs  in  the  first  week— up  to  $700  per  machine— and  that  costs  vary  by  degree  of 
automation  (see  Figure  1).  The  largest  cost,  IT  labor,  can  be  reduced  by  62  percent  through 
automation,  saving  $418  per  work  station.  Thus,  hands-on  deployments  cost  $678  per  PC 
and  take  2.6  IT  labor  hours,  versus  $260  and  36  hands-off  minutes  for  fully-automated  (or 
"dynamic")  deployments. 

WHY  VISTA  NOW? 

Companies  using  Windows  XP  may  be  tempted  to  bypass  Vista  and  go  straight  to 
Windows  7,  but  to  do  so  is  to  defer  competitive  security,  mobility  and  productivity.  A 
two-step  migration  (XP  to  Vista  to  Windows  7)  offers  the  immediate  benefits  of  lower 
TCO;  step-change  advances  in  mobility  and  security;  and  a  ready  platform  for  Windows 
7.  It  is  a  longer  leap  between  XP  and  Windows  7;  Vista  applications  will  run  on  7,  but  XP 
applications  require  more  remediation.  And  companies  can  expect  diminishing  support 
for  Windows  XP,  versus  full  automated  support  for  Vista. 


ADVERTISING  SUPPLEMENT 


Dell's  imageDirect  service  deploys  a  customized  image  across  systems  during 


manufacturing,  ensuring  that  all  new  deployments  are  up-to-date. 

-  ASAP 


VISTA  ON  DELL  PCS  AND  ‘ 
NOTEBOOKS  ’  .  .  .  .  .  . 

IDC  Research  Services  estimates  that 
in  2010,  notebooks  will  account  for 
48  percent  of  new  deployments  in 
workplaces,  and  desktop  computers 
52  percent.This  has  had  a  very 
positive  effect  on  business  computing 
overall;  it  has  driven  up  security 
and  configurability  standards  for  all 
computers,  which  Vista  and  Dell's 
Deployment  Optimization  Model 
represent. 


CXO  QUICK  POLL: 

43%  Plan  Windows  7 
Deployment  within 

24  Months 

*»»•  ••*«»* 

Q.  What  are  your  Windows  7 
Deployment  plans? 


Asked  of  Linkedln  CIO  Forum  and 
CXO  Peer  Research  panel  March  6-18. 
90  Respondents. 


Notebooks  are  equal  to  desktops  when 
it  comes  to  price  and  processing  power, 
but  offer  distinct  advantages.  Desktop 
users  in  small  businesses  believe  they 
would  gain  4.1  productivity  hours  per 
week  using  notebooks,  but  notebook 
users  believe  they  gain  1 1 .5  hours 
(see  Figure  2).  Thus  "corridor  warriors" 
benefit  from  the  same  utility  as  "road 
warriors." 

Businesses  like  notebooks,  but  have 
high  expectations  from  them.  Wi-Fi 
coverage  (61  percent)  and  security  (60 
percent)  were  the  top  concerns  of  the 
nearly  250  IT  professionals  responding 
to  an  October  2008  IDG  survey.  And 
businesses  expect  an  18  percent 
savings  in  TOO  from  using  notebooks, 
through  sheer  standardization  of,  for 
example,  licensing  and  compliance. 


Vista  improves  upon  XP  with  seamless, 
automated  Wi-Fi  connectivity.  Again, 

Vista  users  can  collaborate  on  a  single 
file  or  application  with  MeetingSpace. 
Finally,  Dell's  automated  deployment  can 
reduce  TOO  by  $418  in  the  first  week, 
and  virtually  eliminate  the  $500-600  of  IT 
labor  per  year  per  computer,  according 
to  IDC.  Automation  over  a  computer's 
lifecycle  enables  IT  to  focus  on  revenue¬ 
generating  activities  and  business 
goals  (like  e-commerce  and  transaction 
processing)  versus  maintenance. 

Finally,  hard  drive  encryption,  which  Dell 
offers  on  several  models,  is  critically 
important  for  mobile  users,  who  may  use 
the  Wi-Fi  hot  spot  in  a  $tarbucks  but  be 
assured  that  enterprise  data  is  secure. 


CONCLUSION 

Very  few  companies— perhaps  5 
percent— have  achieved  dynamic 
deployment  according  to  IDC;  a 
full  62  percent  are  at  the  basic  level. 

IDC  believes  that  in  an  age  of  automation, 
a  consistent  software  build  can  achieve 
maximum  security,  compliance  and 
mobility  with  minimum  TCO.  This  is  only 
achievable  with  Windows  Vista  and 
automated  deployment  like  that  from  Dell. 

Finally,  as  mentioned,  IDC  believes  there 
is  no  business  case  for  deploying  less- 
than-optimally  secure  equipment  with  a 
higher  TCO.  Choosing  Windows  Vista  on 
Dell  equipment  for  all  new  deployments, 
and  automating  those  deployments,  sets 
up  the  ideal  migration  to  Windows  7.0. 

It's  an  effective  way  to  optimize  your 
client  infrastructure  and  minimize  TCO, 
two  paramount  goals  in  challenging 
economic  times. 


PC  Deployment  Costs  on  an 
Automation  Continuum 


(Cost  of  deployment  per  PC) 


BASIC 

(Not  automated) 

STANDARDIZED 

(Partly  automated) 

RATIONALIZED 

(Mostly  automated) 

DYNAMIC 

(Fully  automated) 


For  more  information,  please 
call  877-215-8518  or  visit 
www.simplifyvista.com/nww 


Windows  Vista- 

Business 


SOURCE:  IDC,  2008  $100 
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with  hosted  applications.  It’s  this  experience  that  made 
her  receptive  to  the  concept  of  cloud  computing. 


Online  training  paved  the  way 

The  USGA  is  a  nonprofit  organization  that  has  served 
as  the  governing  body  of  golf  since  1894.  It  monitors 
the  rules  of  golf  and  equipment  standards,  maintains  a 
National  Handicap  and  Course  Rating  System, and  pre¬ 
serves  an  extensive  collection  of  golf  memorabilia  at 
its  museum  and  library.  It  also  conducts  13  major 
championships,  including  the  U.S  Open,  U.S.  Women’s 
Open,  Senior  Open,  and  several  junior  and  amateur 
tournaments. 

The  USGA  also  does  training  in  a  variety  of  subjects 
related  to  the  rules  of  the  game  (“Officiating  101, ’’“Temp¬ 
orary  Immovable  Objects”)  and  to  turf  management. 

USGA  University,  as  it’s  called,  is  hosted  by  ePath 
Learning.  The  USGA  provides  the  content  and  ePath 
Learning  does  the  rest,  offering  people  the  ability  to 
take  these  courses  at  their  own  pace  and  convenience. 

Because  the  entire  application  is  hosted  at  the  ePath 
Learning  site,  the  USGA  did  not  have  to  spend  upfront 
on  infrastructure  or  employees, Carroll  says.  About  1,500 
people  have  taken  advantage  of  the  online  training 
courses. 

Similarly  Carroll  uses  Microsoft  Live  Meeting  for  online 
training,  which  has  expanded  from  in-house  training  to 
include  state  and  regional  golf  associations,  plus  col¬ 
leges  and  universities  interested  in  turf  management. 
She  also  uses  Live  Meeting  in  a  variety  of  other  ways, 
including  training  U.S.  Open  volunteers. 

The  good  thing  about  Live  Meeting:“!t  pays  you  back  in 
terms  of  not  buying  servers  to  make  it  happen,”  she  says. 
And,  the  long-term  benefit  of  using  cloud-based  services 
is  that  “as  we  grow  there  is  not  an  economic  impact  as  this 
is  covered”  in  the  cloud  services  agreement. 

Lessons  learned 

When  it  comes  to  cloud  computing, Carroll  shares  these 
thoughts.The  specific  cloud  computing  service  has  to  be 
right  for  your  organization.  She  says  she  does  not  have  the 
staff  resources  to  allow  her  to  do  the  kind  of  disaster 
recovery,  backup  and  e-mail  synchronization  that  is 
required. The  decision  to  go  with  a  cloud  computing  ser¬ 
vice  is  “an  investment  we  put  in;  it’s  valuable  insurance,” 
Carroll  says. 

She  says  there  are  times  when  going  with  a  cloud 
provider  makes  sense,  and  times  when  it  doesn’t.  In  this 
case, “It  was  an  easy  choice  to  make.” 

However, even  though  IBM  has  a  strong  reputation  in  the 
marketplace,  Carroll  took  nothing  for  granted.  She  recom¬ 
mends  that  any  prospective  cloud  services  customer  ask 
the  hard  questions. 

“You  want  to  know  what  the  hosting  environment  looks 
like.  What  are  their  disaster-recovery  scenarios?  How  are 
they  going  to  secure  your  data?  Just  because  it  says  they 
do  hosting,  that's  not  enough.” 

She  adds  that  customers  should  require  language  in  the 
contract  that  spells  out  how  the  service  provider  protects 
itself. ‘Are  they  in  an  unmarked  building?  Do  they  have 
security  at  the  door?  Do  they  have  another  offsite  facility?” 

Carroll  says  those  are  the  kinds  of  details  that  cloud 
computing  customers  need  to  think  about  before  signing 
a  contract.  In  her  case,  everything  has  worked  out  well. 
She  hasn’t  had  to  put  the  disaster-recovery  plan  into 
action,  but  is  confident  that  in  the  event  of  an  outage,  the 
USGA  will  be  quickly  back  in  the  swing. 


BY  MEAL  WEINBERG 

CLOUD  OR 
NOT  A  CLOUD 

Engineering  firm  reduces  backup  costs  through 
Iron  Mountain  storage  service 


With  virtually  every  vendor 
on  the  planet  jumping  on 
the  cloud  computing 
bandwagon,  sometimes 
it’s  difficult  to  tell  whether  a  service 
is  really  cloud  or  a  pre-existing  offer¬ 
ing  that  has  the  cloud  label  slapped 
on  it. Of  course,  there's  no  cloud 
certification  board,  no  cloud  test 
that  a  vendor  has  to  pass. 

So,  at  this  point,  it’s  pretty 
much  anybody's  guess  as 
to  what  constitutes  a 
cloud-based  service  and 
what  doesn’t. 

Iron  Mountain  Digital  re¬ 
cently  launched  a  storage 
offering  called  Virtual  File 
Store,  which  Iron  Mount¬ 
ain  calls  “the  industry’s 
first  cloud-based  archiving 
solution."  Virtual  File 
Store  is  targeted  at  inac¬ 
tive  data,  according  to 
Iron  Mountain. 

Bruns-Pak,  a  New  Jersey 
engineering  firm  that  designs  and 
builds  data  centers,  uses  the  Virtual 
File  Store  service.  Elliott  Townsend, 
manager  of  information  services  for 
the  60-employee  company,  says 
he’s  not  all  that  focused  on  the  def¬ 
inition  of  cloud  computing.  All  he 
knows  is  that  Virtual  File  Store  is 
saving  him  $5,000  a  month. 

Bruns-Pak  is  a  longtime  Iron 
Mountain  customer.  It  uses  Iron 
Mountain's  Live  Vault  to  provide 
critical  backup  services  and  data 
protection  for  active  data.  In  the 
engineering  world,  projects  can 
last  up  to  two  years,  so  data  on  a 
specific  project  is  constantly 
being  backed  up  over  a  long  peri¬ 
od  of  time. 

But  once  the  project  is  com¬ 
pleted,  Bruns-Pak  might  have  giga¬ 
bytes  of  data  sitting  on  a  server. 
Virtual  File  Store  lets  Bruns-Pak  put 
backed-up  data  from  completed 
projects  into  “cold  storage”  at  a 


fraction  of  the  cost  of  Live  Vault. 

Bruns-Pak  has  cut  daily  backups 
from  more  than  half  a  terabyte  to 
approximately  200GB,  and  the  cost 
is  about  one-tenth  of  the  cost  of  the 
Live  Vault  service.  Deployment  was 
a  breeze.  Iron  Mountain  installed 
hardware  to  connect  with  its  stor¬ 
age  grid  and  that  was  about  it, 
Townsend  says. 

As  with  other  cloud 
customers,  Bruns-Pak  is 
no  stranger  to  offsite  ser¬ 
vices.  The  company  uses 
Rackspace  to  host  its 
e-mail. 

Townsend  says  the 
issue  for  him  was  weigh¬ 
ing  the  cost  savings  vs. 
“the  comfort  level  for 
management."  The  Rack- 
space  experience,  which 
has  been  extremely  posi¬ 
tive,  helped  create  that 
level  of  comfort. 

As  to  whether  the  Iron 
Mountain  service  qualifies  as  a 
cloud-based  offering,  Steve 
Blumenau,  vice  president  of  digital 
archiving  technology  for  Iron  Moun¬ 
tain,  says  any  service  that  an  enter¬ 
prise  plugs  into  over  the  Internet  is 
cloud. 

Iron  Mountain  has  been  offering 
backup  services  over  the  Internet 
for  nearly  1 4  years.  The  services 
weren’t  called  cloud,  because  the 
term  wasn’t  being  used  back  then. 
But  he  says  Virtual  File  Store  cer¬ 
tainly  qualifies  -  it’s  a  service 
over  the  Internet,  it  can  scale  up 
and  down,  and  customers  pay 
per  usage. 

He  adds  that  when  it  comes  to 
security,  Iron  Mountain  has  a  history 
of  protecting  both  physical  and  dig¬ 
ital  data,  from  its  underground  data 
centers  protected  by  armed  guards 
to  its  strict  encryption  policies. 
“We’re  the  most  audited  company 
in  the  world,”  Blumenau  adds. 


Elliot  Townsend, 

manager  of  IS,  Bruns-Pak. 
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CARLSBAD 

CONNECTS 
TO  THE  CLOUD 

California  city  entrusts  e-mail 

to  Microsoft  cloud-based  service 
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S  The  human  resources  people  at  Microsoft 
were  somewhat  taken  aback  when  the  city  of 
Carlsbad,  Calif.,  started  grilling  them  on  what 
types  of  background  checks  Microsoft  per¬ 
forms  on  its  own  employees. 

But  Gordon  Peterson,  director  of  IT  for  the 
seaside  city  just  north  of  San  Diego, says  that 
before  he  would  allow  municipal  e-mails  to 
live  in  Microsoft’s  cloud  he  wanted  assur¬ 
ances  that  the  background  checks  Microsoft 
conducts  on  its  people  were  as  thorough  as 
the  checks  Carlsbad  conducts  on  its  IT 
workers. 

“Security  was  a  big  part  of  the  RFP  Peterson 
says,“We  asked  a  lot  of  questions  on  how  you 
do  security,  on  their  hire-fire  process.”  For  ex¬ 
ample,  Peterson  wanted  to  know  what  secur¬ 


ity  procedures  Microsoft  takes  when  it  termi¬ 
nates  an  employee. 

“I  don’t  know  that  they’d  ever  been  asked 
that  before,”  Peterson  says.  But  Microsoft 
answered  the  queries  to  Carlsbad’s  satisfac¬ 
tion  and  the  city  recently  signed  on  for  Micro¬ 
soft’s  Business  Productivity  Online  Suite,  a 
cloud-based  service  in  which  Microsoft 
hosts  the  city’s  e-mail  and  collaboration  ser¬ 
vices,  including  SharePoint,  Live  Meeting 
and  instant  messaging. 

Peterson  readily  admits  that  “not  everybody 
is  perfectly  comfortable”  with  the  idea  that 
municipal  e-mails  are  being  hosted  out¬ 
side  the  walls  of  the  city  But  he  weighed 
the  pros  and  cons  and  worked  through  a 
variety  of  issues  with  Microsoft  before  ' 


coming  to  the  conclusion  that  “the  hosted 
environment  has  a  higher  degree  of  security 
than  we  can  provide  internally”  For  example, 
Pfeterson  says  that  within  his  20-person  shop, 
tasks  are  shared,  so  he’s  not  able  to  achieve 
the  separation  of  duties  that  a  larger  security 
organization  can  put  into  place. 


The  road  to  the  cloud 

Carlsbad  is  a  city  of  about  100,000  people 
with  a  municipal  employee  base  of  around 
1 ,000,  according  to  Peterson.  The  city  has 
been  working  for  the  past  couple  of  years  to 
consolidate  the  number  of  IT  platforms 
and  once  it  chose  Microsoft  as  a  strategic 
**  t  partner,  that  meant  moving  from  Group- 
r  p  wise  to  Exchange  for  e-mail. 

See  Carlsbad,  page  26 
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BY  BETH  SCHULTZ 


WALKING  E  UNE 


Five  reasons 

to  embrace  an  external 
cloud;  five  reasons  to 
stay  away 


On  the  upside 

1.  Fast  start-up 

“Cloud  computing  is  really  a  no-brainer  for  any  start-up 
because  it  allows  you  to  test  your  business  plan  very 
quickly  for  little  money  Every  start-up,  or  even  a  division 
within  a  company  that  has  an  idea  for  something  new, 
should  be  figuring  out  how  to  use  cloud  computing  in  its 
plan,”  says  Brad  Jefferson,  CEO  of  Animoto,  a  New  York 
company  that  creates  full-motion  videos  out  of  customer- 
selected  photos  and  music.  “Cloud  computing  has 
changed  the  game  for  entrepreneurs  —  the  greatest  part 
about  it  is  that  on  launch  day  you  have  the  confidence 
that  you  scale  to  the  world.” 

2.  Scalability 

To  figure  out  if  you’re  a  good  cloud  service  prospect,  first 
consider  the  variability  of  the  resource  utilization  of  your 
own  IT  structure,  says  Tom  Nolle,  CEO  of  CIMI.a  high-tech 
consulting  firm.“If  you’ve  got  enormous  peaks  and  valleys, 
you’re  forced  to  oversupply  IT  resources  to  address  the 
peaks.  It  may  be  significantly  less  costly  for  you  to  out¬ 
source  the  peaks,”  he  says. 

3.  Business  agility 

“Your  mind  really  changes  quickly  when  you  can  solve 
problems  using  IT  resources  but  you  don’t  need  a  long¬ 
term  commitment  and  you  don't  have  to  wait  a  long  time 
to  get  them,”  says  Michael  Crandell,  CEO  of  RightScale,  a 
cloud  management  and  support  company  “Cloud  com¬ 
puting  changes  the  whole  pattern  of  agility  at  a  much 
lower  cost.” 

4.  Faster  product  development 

Since  moving  some  applications  and  data  to  Amazon’s 
cloud  last  April,  Eli  Lilly  &  Co.  has  seen  provisioning  time 
drop  from  weeks  to  minutes,  says  Dave  Powers,  associate 
information  consultant  at  the  Indianapolis  company“If  I 
can  give  scientists  eight  weeks  back  on  their  research, 
that’s  a  huge  value  there,”  he  adds.“This  is  really  starting  to 
impact  how  we  do  business. We’re  starting  to  reduce  cycle 
times  in  research,  which  is  critical  for  us.  That’s  a  trickle 
down  effect  of  technology  that  we  can  make  available  to 
the  scientific  community’ 

5.  No  capital  expenditures 

Are  you  out  of  space  in  your  data  center?  Have  your 
applications  outgrown  the  infrastructure?  Cloud  comput¬ 


ing  services  enable  a  company  to  shift  from  capital  to  operational  expenses  even 
in  do-or-die  cases, says  Bernard  Golden, CEO  of  HyperStratus, a  consulting  firm  spe¬ 
cializing  in  advanced  IT  technologies. 


On  the  downside 


1.  Bandwidth  could  bust  your  budget 

Such  was  the  case  at  Sony  Pictures  Image  Works,  which  considered  and  then 
ruled  out  an  external  cloud  service  to  address  storage  scalability  challenges, says 
Nick  Bali,  senior  systems  engineer  at  the  Culver  City  Calif.,  company  Every  day 
Sony  animators  access  and  generate  between  4TB  and  12TB  of  data.The  network 
bandwidth  we’d  need  to  put  that  into  someone’s  cloud  and  to  read  it  back  is 
tremendous,  and  the  cost  would  be  so  large  that  we  might  as  well  buy  the  storage 
ourselves  rather  than  paying  someone  else  for  it,”  he  says.  Now  Sony  is  evaluating 
a  private  storage  cloud,  using  ParaScale's  cloud  storage  software. 

2.  App  performance  could  suffer 

A  private  cloud  might,  but  a  public  cloud  definitely  wouldn’t  lead  to  improved 
application  performance  —  not  when  taking  network  latency  into  account,  says 

See  Walking  page  26 
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Your  IT  challenges 
come  in  all  sizes. 

So  do  our  solutions. 


IT  problems  happen,  but  disruption  doesn't  have  to  be  a  part  of  the  process. 
From  power  outages  to  downed  email,  SunGard  is  there  to  keep  it  all  flowing. 
What  makes  10,000  customers  trust  and  depend  on  SunGard?  A  30-year 
history  of  doing  it  right. 

With  the  widest  range  of  Information  Availability  services  in  the  industry, 
SunGard  offers  the  solutions  to  cover  it  all— no  matter  what  the  availability 
requirement,  from  production  to  recovery.  SunGard's  infrastructure  has 
redundancies  at  every  level— we've  invested  so  you  don't  have  to.  At  SunGard, 
we  know  you  need  higher  levels  of  availability,  and  we  deliver.  So  leave  your 
worries  to  us. 


To  leam  more  about  how  to  keep  your  people  and  information  connected, 
visit  www.availability.sungard.com/sg1  or  call  1-866-673-6616. 


AdvancedRecoverySM  with  a  100%  recovery  record 
and  a  breadth  of  services  offered 

AdvancedHostingSM  with  over  2.000  customers 
and  34  production  facilities  with  a  range  of  managed 
IT  services 

Consulting  with  more  than  100.000  action 
plans  delivered 

Continuity  Management  Software  the  most 
widely  used  to  keep  businesses  up  and  running 

SUNGARD'  KT?-fc#f?e 

^  and  Information 

Availability  Services  Connected: 
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Carlsbad,  continued  from  page  23 

The  next  question  for  Peterson  was  whether  to  build  and 
maintain  the  system  internally,  build  the  system  and  have 
someone  else  run  it,  or  have  it  fully  hosted. 

Peterson  had  conversations  with  Gartner  analysts,  con¬ 
ducted  a  thorough  RFP  process  and  ultimately  decided  that 
a  hosted  solution  was  the  way  to  go. 

“We  felt  comfortable  that  this  is  viable.  We  learned  that  it’s 
less  expensive  than  doing  it  ourselves,”  Peterson  says.  He  adds 
that  going  with  hosted  e-mail  frees  up  IT  staffers  to  do  more 
high-value  projects.  “Around  70%  of  our  time  and  money  is 
spent  keeping  the  lights  on,”  Peterson  says.The  rest  is  innova¬ 
tion  and  that’s  where  the  real  value  comes  in.” 

In  pure  dollars  and  cents, over  a  four-year  period,  the  Micro¬ 
soft  deal  will  cost  $330,000,  a  managed  solution  would  have 
cost  $390,000  and  doing  it  all  in-house  was  a  $500,000  propo¬ 
sition,  according  to  Peterson.“That’s  a  30%  or  more  savings  to 
not  do  it  ourselves,”  he  says. 

In  term  of  implementation,  Carlsbad  went  live  with  Ex¬ 
change  in  late  March  and  everything  went  smoothly  from 
Microsoft’s  end  of  things.“You  went  home  Friday  as  a  Group- 
wise  user  and  you  came  back  Monday  as  an  Exchange  user. 
The  service  works  fine,”  he  says. 

The  only  glitch  occurred  when  it  came  to  data  migration. 
Carlsbad  used  a  third  party  to  migrate  existing  data  from  one 
system  to  the  other,  and  initially  about  100  of  the  1,000  users 
didn’t  get  their  files  moved.That  was  quickly  rectified. 

One  of  Peterson’s  initial  concerns  had  to  do  with  band¬ 
width.  Carlsbad  has  a  20MB  pipe  to  the  Internet  and  Peterson 
says  he  was  worried  that  it  wouldn’t  be  enough,  especially 
when  bandwidth  usage  soared  to  near  100%  on  the  first 
Monday  morning  of  the  Exchange  rollout.  But  Peterson  said 
after  that  initial  spike,  which  he  attributed  to  employees  sign¬ 
ing  on  for  the  first  time  all  at  once,  bandwidth  usage  has  re¬ 
turned  to  previous  levels. 

For  Peterson,  the  Microsoft  cloud  service  is  both  a  hosted  e- 
mail  service  and  a  disaster-recovery  plan. The  data  is  hosted 
at  a  Microsoft  owned  and  operated  data  center  in  Redmond, 
Wash.,  and  mirrored  to  a  second  site  in  Virginia. “There’s  full 
failover,”  Peterson  says. 

Cloud  or  not  a  cloud 

With  all  the  hype  surrounding  cloud  computing,  it’s  not 
always  clear  whether  a  hosted  service  is  technically  a  cloud- 
based  service  or  not.  Peterson  says  he’s  not  that  concerned 
about  the  semantics  of  it  all. 

But  he  does  have  his  own  idea  of  what  cloud  computing 
means.  It’s  the  notion  that  he  doesn’t  have  to  know  exact¬ 
ly  where  the  data  is,  as  long  as  he’s  sure  that  it’s  safe  and 
accessible. 

There’s  also  a  software-as-a-service  component  to  cloud 
computing,  Peterson  says.The  vendor  hosts  the  application, 
“they  provide  the  compute  power  to  handle  what  we  need” 
and  the  customer  doesn’t  need  to  get  involved  in  the  details, 
like  how  many  servers,  how  many  gigs  of  storage. “We  don't 
know  and  we  don’t  need  to  knowf  he  says. 

And  finally  there’s  the  scalability  piece,  where  Peterson  says 
he  is  able  to  easily  scale  up  the  email  service  as  his  needs 
increase.  Plus,  he  is  able  to  quickly  add  new  features  and 
applications. 

For  example,  if  he  ends  up  needing  to  archive  emails  from 
municipal  attorneys,  he  can  add  an  archiving  feature  for  $5 
per  mailbox.“It’s  an  on-demand  sort  of  thing,”  he  says. 

Plus,  he  plans  to  roll  out  Live  Meeting  within  the  next  cou¬ 
ple  of  months,  followed  by  SharePoint  a  few  months  later. 
Those  applications  are  all  included  in  the  enterprise  applica¬ 
tion  contract  that  Carlsbad  signed  with  Microsoft. 

Of  course,  there  are  other  aspects  of  cloud  computing  that 
don’t  apply  in  this  case.  For  example,  some  experts  and  ana¬ 
lysts  say  the  ability  to  scale  down,  as  well  as  to  scale  up,  is  a 
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feature  of  cloud  computing.  And  then  there's  the  pay-for-usage  feature  of  cloud 
computing.  Carlsbad  has  signed  what’s  more  like  a  traditional  outsourcing  or 
hosted  application  contract.  Nevertheless,  Microsoft  calls  this  a  cloud  comput¬ 
ing  service  and  to  Pfeterson  it  really  doesn’t  matter  as  long  as  it  works. 

More  cloud 

Peterson  says  Carlsbad  has  had  some  experience  with  hosted  applications, 
including  some  library  applications  and  his  own  help  desk,  which  has  been 
outsourced  for  some  time.  He’s  now  looking  at  a  new  human  resources  man¬ 
agement  system  and  plans  to  have  that  hosted. 

There’s  another  angle  that  comes  into  play  with  hosted  services,  he  says.They 
don’t  involve  capital  expense  or  new  personnel,  so  they’re  an  easier  sell,  espe¬ 
cially  in  these  tough  economic  times. 

Peterson  says  he  will  lose  the  ability  to  customize  applications  by  going  the 
cloud  route,  but  he  says  e-mail  has  become  a  commodity  “You  don't  need  to 
know  a  lick  about  Carlsbad  to  be  able  to  provide  e-mail.” 

And  if  Carlsbad  decides  to  go  in  a  different  direction  down  the  road,  provi¬ 
sions  for  what  Carlsbad’s  legal  team  call  “disentanglement”  have  been  put  into 
the  contract.“We  did  address  getting  out  of  the  contract  and  how  we  would  get 
our  e-mails  back.” 

But  at  this  point,  Peterson  isn’t  looking  to  do  less  with  cloud  computing,  he’s 
looking  do  more. “We ’re  asking  this  question  on  everything  now;”  he  says. 


Walking,  continued  from  page  24 

HI 


Tony  Bishop,  CEO  of  Adaptivity  a  consulting 
firm  specializing  in  next-generation  IT  infra¬ 
structure. 

“I  couldn’t  see  an  investment  bank  putting 
a  latency-sensitive  application  on  an  exter¬ 
nal  cloud,”  adds  Steve  Harriman,a  vice  pres¬ 
ident  at  NetQoS. 

3.  Data  might  not  be  cloud-worthy 

“On  Day  One,  we  probably  had  eight  to  10  applications  that  we 
would  have  loved  to  take  into  the  cloud,”  Eli  Lilly’s  Powers  says.“But, 
knowing  the  type  of  data  we  had  and  the  classification  [of  who 
could  see  it] ,  we  decided  going  through  internal  governance  and 
rigor  around  taking  care  of  that  data  would  be  appropriate.” And, def¬ 
initely  don’t  put  an  application  that  provides  competitive  advantage 
or  contains  customer-sensitive  information  in  the  public  cloud, 
Bishop  adds. 

4.  Too  big  to  scale 

“The  bigger  you  are,  the  bigger  your  IT  resource  pool.  And  the  big¬ 
ger  your  IT  resource  pool,  the  less  likely  it  is  that  you’ll  see  any 
enormous  financial  advantage  in  outsourcing  to  the  cloud,”  CIMI’s 
Nolle  says.  “Cloud  computing  promotes  better  resource  utilization, 
. . .  but  the  gains  are  greatest  when  moving  from  relatively  small  con¬ 
sumption  of  resources  upwards.  If  you’re  a  very  large  enterprise,  you 
might  find  you  can  achieve  better  economy  by  doing  your  own 
cloud  than  going  to  an  outsourced  one.” 

5.  Human  capital  may  be  lacking 

Exploring  next-generation  IT  models  requires  an  adventuresome 
spirit  and  technical  astuteness,  HyperStratus’  Golden  says.  “If  you 
don’t  have  the  human  capital  that’s  willing  to  stretch  and  learn  new 
things,  taking  on  cloud  computing  can  be  very  frustrating.” 

Schultz  is  a  freelance  IT  writer  in  Chicago.  She  can  be  reached  at 
bschultz5824@gmail.  com. 
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HOWTO 

CLOUD  COMPUTING 
SERVICES 


newdatacenter 


■If  you  need  more  computing  or  stor¬ 
age  capacity  in  your  data  center  but 
capital  expense  is  an  issue,  then  a  pub¬ 
lic  cloud  computing  service  makes  a 
nice  option. You  get  on-demand  IT 
resources  that  are  infinitely  scalable  and 
you  pay  for  what  you  use/ 

But  running  an  enterprise  application 
in  a  public  cloud  isn’t  as  simple  as 
some  providers  might  have  you  believe. 

Buying  a  cloud  service  isn’t  just  about  the  nuts  and  bolts  of 
computing  and  storage,  cautions  Dave  Powers,  associate  in¬ 
formation  consultant  at  Indianapolis-based  Eli  Lilly  &  Co., 
which  has  been  using  Amazon  Web  Services  (AWS)  since 
April  2008.“It’s  about  all  of  the  Web  services  and  capabilities 
built  on  top  of  the  cloud  that  makes 
being  able  to  spin  up  some  comput¬ 
ing,  do  some  storage  and  then  tear  it 
all  down  very  low-friction.” 

Before  committing  to  a  cloud  ser¬ 
vices  provider,  IT  execs  should  under¬ 
stand  exactly  what  resources  they 
have  on  hand,  what  they’re  buying, 
and  how  running  on  a  public,  shared 
server  infrastructure  will  affect  appli¬ 
cations  and  business  processes. 

Tony  Bishop,  CEO  of  Adaptivity,  a 
consulting  firm  specializing  in  next- 
generation  IT  infrastructure, puts  it  this 
way:  “As  much  as  cloud  does  away 
with  the  limitations  of  hardwired  infra¬ 
structure,  it  doesn’t  alleviate  the  need 
for  proper  planning  and  IT  integration 
discipline.  It  amplifies  it.” 

Here  are  practical  guidelines  on 
issues  to  consider  and  questions  to 
ask  when  buying  cloud  services. 


IF  YOU'RE  BUYING 
INFRASTRUCTURE  AS  A 
SERVICE,  YOU  HAVE  TO 
UNDERSTAND  THAT 

A  MACHINE 
CAN  GO  DOWN 
AT  ANY  TIME, 
AND  YOUR 
APPLICATION 
DESIGN  NEEDS 
TO  CONSIDER 
THAI’ 

Dave  Powers,  associate 
information  consultant, 

Eli  Lilly  &  Co. 


1.  Are  your  applications  ready? 

For  Bernard  Golden,  CEO  of  HyperStratus,  a  consulting 
firm  specializing  in  advanced  IT  technologies,  the  top  pri¬ 
ority  is  figuring  out  whether  an  application  needs  modifi¬ 
cations  or  a  complete  re-architecting  for  use  in  the  cloud. 
“In  some  cases,  your  application  architecture  could  even 
constrain  your  cloud  options,”  he  says.  Golden  uses  this 
simplistic  case  as  an  example:  “Say  you  have  something 
running  on  an  Alpha  chip-based  computer. You’re  not  going 


to  find  a  cloud  service  that  can  run  Alpha  binaries.” 

Failure  to  rethink  an  application  might  even  defeat  the  purpose  of  using  a 
cloud  service,  Eli  Lilly’s  Bowers  says.This  was  one  of  the  company's  first  lessons 
learned  as  an  AWS  user,  he  adds. 

“At  first,  we  literally  picked  up  a  workflow  from  our  internal  grid  environment 
and  dropped  it  into  the  cloud.  While  that  worked,  we  learned  that  we  had  con¬ 
strained  ourselves.  In  the  cloud, we  had  this  infinite  amount  of  compute  and  stor¬ 
age,  but  our  application,  designed  to  run  inside  Eli  Lilly’s  fixed-size  computing 
environment,  couldn’t  take  advantage  of  it,”  Powers  says. 

Now,  the  Eli  Lilly  team  might  chunk  up  an  application  and  move  data  into  and 
out  of  the  cloud  in  smaller,  more  consumable  pieces, or  it  might  store  some  data 
in  the  cloud, so  an  application  doesn’t  have  to  retrieve  it  from  the  enterprise  data 
center,  Fbwers  explains. 

Fbwers  also  makes  sure  every  cloud-destined  application  accounts  for  fault  tol- 
erance.“If  you’re  buying  infrastructure  as  a  service, you  have  to  understand  that 


*  ’/T.'-  '  V  - 

.1  lT.'Wvv 


27 


WWW.NETWORKWORLD.COM  ::  MAY  1  8,  2009 


STRATEGIES  AND  TECHNOLOGIES  FOR  OPTIMIZING  IT 


a  machine  can  go  down  at  any  time,  and  your  application 
design  needs  to  consider  that,”  he  adds. 

Tom  Nolle,  CEO  of  C1MI,  a  high-tech  consulting  firm,  advises 
that  developers  work  through  the  deployment  process  before 
committing  to  a  cloud. “You  need  a  little  flow  diagram:  Here’s 
the  cloud.  Here’s  my  application  inquiry  going  into  the  cloud. 
Here  are  the  data  sources  needed  to  fulfill  that  request  and 
here’s  where  they  flow  and  how  they  get  moved. Now  I  can  see 
every  place  1  have  data  flowing  around,  I  have  a  vulnerability 
to  network  behavior  and  I  can  manage  the  vulnerability’ 

Latency,  response  times,  throughput  —  these  are  watch 
points  across  the  network.  As  Powers  says, “We  wouldn’t  want 
to  be  moving  terabytes  of  data  at  a  time  in  an  interactive  ses¬ 
sion  for  scientists;  they  wouldn't  get  the  response  times  from 
the  cloud  they're  accustomed  to  on  the  Eli  Lilly  network.” 

2.  Where  is  your  data? 

A  cloud  provider  isn’t  going  to  share  nitty-gritty  network 
details  —  nor  should  you  need  to  delve  into  the  cloud  at 
such  a  granular  level,  experts  say.“It’s  never  going  to  give 
you  exact  addresses,  hardcoded,  but  it  will  need  at  least  to 
provide  a  broker  mechanism  that  can  tell  you, ‘I’ll  go  get 
you  that  data,  and  I’ll  provide  you  the  right  data  you’re 
requesting  for  system-to-system  communications, based  on 
your  entitlement, Adaptivity’s  Bishop  says.  In  other  words, 
you  need  to  understand  where  your  data  resides  in  the 
cloud  from  a  logical  perspective. 

On  top  of  that,  you  may  want  to  work  with  a  cloud  provider 
that  lets  you  to  designate  geographically  where  your  data  re¬ 
sides,  Nolle  says. 

With  the  Amazon  cloud,  for  example,  you  can  select  be¬ 
tween  Europe  and  U.S.  regions,  then  narrow  the  location  fur¬ 
ther  by  picking  availability  zones.  Once  that’s  settled, you  can 
query  your  ISP  and  Amazon  about  their  peering  relationship 
in  those  zones,  Nolle  says. 

“The  point  is,”  he  says,  “if  you  know  roughly  where  some¬ 
thing  is  going  to  be  allocated  in  terms  of  cloud  IP  resources, 
then  you  can  make  some  intelligent  judgment  about  how 
your  access  to  those  resources  could  be  influenced  by  your 
selection  of  provider,  or  at  least  to  whom  you  would  have  to 
go  to  obtain  some  kind  of  performance  guarantee.” 

3.  How  is  data  being  protected? 

Working  with  a  cloud  provider  allowing  geographic  desig¬ 
nations  also  can  help  assuage  concerns  over  security  and, 
especially,  compliance.  Eli  Lilly’s  Powers  spells  out  the  chal- 
lenge.“We  need  to  be  cognizant  of  where  our  data  is  because 
of  regulatory  rules  that  dictate  where  data  may  or  may  not 
live  geographically  he  says. 

“In  the  pharmaceutical  industry  one  of  the  first  questions 
people  ask  is  about  privacy  and  regulatory-type  of  require¬ 
ments  and  the  second  is  around  security  Clearly  both  are 
huge  factors  for  us  in  determining  what  goes  out  into  the 
cloud,”  he  says.  In  fact, “we  haven’t  unleashed  everything  that 
we’d  like  to  yet  into  the  cloud  because  we’re  still  working  out 
processes  and  classification  of  the  data  —  whose  eyes  can 
see  what,”  he  says. 

Meantime,  meeting  security  requirements  in  the  cloud 
means  encrypting  data  while  in  transit  and  at  rest,  using 
secure  protocols  such  as  Secure-HTTB  and  vetting  a  pro¬ 
vider’s  access  control  mechanisms,  experts  say 

You’ll  want  to  query  providers  about  who,  physically  has 
access  to  machines  hosting  your  data.  And,  from  an  entitle¬ 
ment  perspective,  you  need  to  specify  who  can  make 
changes,  update,  view  or  otherwise  manipulate  your  data- 
and  have  access  to  the  audit  trail,  Adaptivity’s  Bishop  says. 

You've  also  got  to  cover  disaster-recovery  processes  in  your 


security  discussions,  advises  Jim  Kobielus,  a  senior  analyst  with  Forrester  Re- 
search.“A  cloud  provider  should  be  telling  you  with  high  degree  of  detail  how 
often  it  backs  up  data,  where  it’s  backed  up,  how  it’s  protected  from  a  security 
standpoint,  and  how  quickly  it  can  restore  data  if  the  main  system  goes  down 
and  it's  restored  to  a  hot  failover  system,”  he  says. 

4.  What’s  customer  support  like? 

Many  IT  shops  may  not  have  time  to  deal  with  all  the  intricacies  of  a  move 
to  the  cloud, so  they’ll  need  to  seek  out  help,  Kobielus  says.This  might  come  in 
the  form  of  prepackaged  application  suites,  for  example,  or  assistance  in  port¬ 
ing  data  and  applications  to  its  cloud. 

A  provider  might  offer  a  CRM  application  suite,  but  what  if  a  user  would 
rather  migrate  from  a  premises-based  CRM  system  to  a  cloud-based  CRM  ser¬ 
vice?  “Will  the  cloud  service  provider  help  optimize,  rewrite  or  tweak  the  Java 
code  so  it  runs  on  its  platform?”  he  asks. 

For  Animoto.a  New  York  on-demand  video  production  start-up,  help  migrat¬ 
ing  the  company's  platform  from  a  hosted  environment  to  a  cloud  service  was 
paramount, says  founder  Brad  Jefferson.“We  really  wanted  to  do  infrastructure 
as  a  utility  and  not  spend  any  time  focusing  on  that  —  it’s  not  a  trivial  task  to 
implement  against  an  Amazon  Web  Service  or  Google  App  Engine.  It  takes 
time,  and  we  didn’t  want  to  spend  all  our  cycles  implementing  it  ourselves.” 

Amazon  partner  RightScale,  a  start-up  providing  cloud  computing  manage¬ 
ment  and  support,  did  the  heavy-lifting  for  Animoto  —  to  great  success, 
Jefferson  says.  After  moving  the  Amazon’s  Elastic  Compute  Cloud  (EC2)  ser¬ 
vice,  the  company  launched  a  Facebook  application  that  quickly  went  viral 
and  became  a  case  study  for  cloud  scalability 

When  the  Facebook  crowd  glommed  onto  Animoto’s  free, on-demand  video- 
creation  tool  last  April,  the  company  saw  requests  leap  from  25,000  in  the  first 
month  to  750,000  in  a  four-day  period.  Behind  the  scenes,  the  number  of 
servers  processing  videos  grew  from  100  to  5,000,  and  back  down  again  as 
demand  leveled  off.  EC2  never  hiccuped,  Jefferson  says. 

Testing  the  scalability  of  any  cloud  provider’s  infrastructure  is  a  pre-buy  must, 
HyperStratus’  Golden  says.  “Promises  of  really  elastic  capability  and  respon¬ 
siveness  doesn’t  do  you  much  good  if  you  press  a  button  and  the  new  servers 
launch  a  day  later. 

Adaptivity’s  Bishop  agrees.  “You  better  be  doing  your  due  diligence,  asking 
providers, ‘How  are  you  going  to  prove  to  me  that  you’re  delivering  the  service 
level  that  you’re  offering?  What  insight  do  I  have?  What  tools,  and  what  kind  of 
reporting  do  you  offer?  What  kind  of  penalties  are  in  place?  A  lot  of  these  are 
what  you’d  find  in  an  old  outsourcing  contract,”  he  says. 

And,  if  a  cloud  provider  can’t  show  real-time  performance  monitoring  and 
performance  statistics  and  deliver  trended  reporting,  then  don’t  buy  into  that 
cloud,  Bishop  says.  But  don’t  rely  exclusively  on  the  provider's  management 
dashboard  .“You  want  your  own  application,  network  and  transaction  monitor¬ 
ing  tools  so  you  can  guarantee  that  the  user  is  getting  the  experience  you've 
contracted  for  or  is  used  to,”  he  says. 

And,  don’t  forget  to  ask  a  cloud  provider  about  troubleshooting  processes, 
says  Chad  Swartz,  senior  manager  of  IT  operations  for  Preferred  Hotel  Group, 
in  Chicago. 

5.  How  What’s  my  exit  strategy? 

Equally  important,  Swartz  adds,  is  getting  the  answer  to  this  question, “What’s 
your  pull-out  plan?”  In  its  contract,  for  example,  Preferred  Hotel  Group  speci¬ 
fied  howTerremark  would  need  to  help  the  company  move  its  data  and  appli¬ 
cations  to  another  provider  should  it  terminate  the  contract  early 

Cloud  decision-makers  must  consider  application  portability  too,  adds  Jeff 
Kaplan,  managing  director  of  Thinkstrategies,  an  on-demand  consulting  ser¬ 
vices  firm. “If  I  put  my  data  up,  how  can  I  get  it  back,  especially  if  I’ve  used  a 
provider’s  preferred  application  development  language?  Don’t  paint  yourself 
into  a  corner” 

Schultz  is  a  freelance  IT  writer  in  Chicago.  She  can  be  reached  at 
bschultz5824@gmail.com. 
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10  CLOUD 
COMPUTMG 
COMPANIES 
TO  WATCH 

h  Cloud  computing  is  spreading  through  the 
IT  world  like  wildfire,  with  innovative  start-ups 
and  established  vendors  alike  clamoring  for 
customer  attention. 

Generally  speaking,  cloud  providers  fall  into 
three  categories:  sonware-as-a-service  (SaaS) 
providers;  infrastructure-as-a-service  vendors 
that  offer  Web-based  access  to  storage  and 
computing  power;  and  platform-as-a-semce 
vendors  that  give  developers  the  tools  to  build 
and  host  Web  applications.  Here  are  10  cloud 
companies  that  are  worth  watching. 


FOUNDED:  1994 

LOCATION:  Seattle 

CLOUD  OFFERING:  Amazon  Web  Services,  a 
half-dozen  services  including  the  Elastic  Compute 
Cloud  for  computing  capacity  and  the  Simple  Storage 
Service  for  on-demand  storage  capacity 

WHY  WE’RE  WATCHING  IT:  Amazon  is  one  of 
the  true  innovators  in  Web-based  computing,  offering 
pay-as-you-go  access  to  virtual  servers  and  data  storage 
space.  In  addition  to  these  core  offerings,  Amazon 
offers  the  SimpleDB  (a  database  Web  service);  the 
CloudFront  (a  Web  service  for  content  delivery);  and 
the  Simple  Queue  Service  (a  hosted  service  for  storing 
messages  as  they  travel  between  computers).  By 
launching  the  Elastic  Compute  Cloud  in  2006,  well 
before  most  of  its  competitors,  Amazon  has  become 
almost  synonymous  with  “cloud  computing.”  But  criti¬ 
cisms  are  starting  to  pop  up  regarding  Amazon’s  relia¬ 
bility  and  service-level  agreements. 

CEO:  Jeffrey  Bezos,  Amazon’s  founder, was  previous¬ 
ly  a  financial  analyst. 

HOW  AMAZON  GOT  INTO  CLOUD  COM¬ 
PUTING:  One  of  the  largest  Web  properties  in  exis¬ 
tence,  Amazon  always  excelled  at  delivering  comput¬ 
ing  capacity  at  a  large  scale  to  its  own  employees  and 
to  consumers  via  the  Amazon  shopping  site.  Offering 
raw  computing  capacity  over  the  internet  was  per¬ 
haps  a  natural  step  for  Amazon,  which  had  only  to 
leverage  its  own  expertise  and  massive  data  center 
infrastructure  to  become  one  of  the  earliest  major 
cloud  providers. 

WHO  USES  THE  SERVICE:  Tens  of  thousands 
of  small  businesses,  enterprises  and  individual  users. 
Prominent  customers  include  the  New  York  Times, 
Washington  Post  and  Eli  Lilly. 

Company  name:  A I  &  f 

FOUNDED:  1983 

LOCATION:  Dallas 

CLOUD  OFFERING:  Synaptic  Hosting,  an  appli¬ 
cation  hosting  service  that  offers  pay-as-you-go  access 
to  virtual  servers  and  storage  integrated  with  security 
and  networking  functions. 

WHY  WE’RE  WATCHING  IT:  Amazon  and 
Google  may  be  the  biggest  names  in  cloud  computing 
today,  but  don’t  discount  the  built-in  advantage  telcos 
have  when  it  comes  to  infrastructure.“Building  publicly 
accessible  cloud  infrastructure  is  not  inexpensive  or 
uncomplicated,”  says  Pund-IT  analyst  Charles  King. 
“The  service  providers  already  have  those  infrastruc¬ 
tures  in  place  —  the  data  center  assets,  connectivity 
and  billing.” 

While  AT&T  has  a  head  start,  rival  Verizon  offers 
cloud-based  security  services  and  seems  poised  to 
make  a  larger  run  at  the  cloud  market  later  this  year. 

CEO:  Randall  Stephenson,  appointed  in  2007  after 
three  years  as  AT&T's  COO. 

HOW  AT&T  GOT  INTO  CLOUD  COMPUTING: 
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AT&T’s  foray  into  the  cloud  began  in  2006  with  its  purchase  of 
USinternetworking,  an  application  service  provider  with  enterprise  cus¬ 
tomers  in  more  than  30  countries. When  announcing  Synaptic  in  August 
2008,  AT&T  said  it  had  combined  USi  technology  with  five  “super  Internet 
Data  Centers”  in  the  United  States,  Europe  and  Asia,  which  will  act  as 
regional  gateways  to  the  AT&T  cloud  network. 

WHO  USES  THE  SERVICE:  Synaptic  is  powering  major  Web 
properties  such  as  the  official  Web  site  of  the  U.S.  Olympic  Committee. 

company  name:  Enomaly 

FOUNDED:  2004 

LOCATION:  Toronto 

CLOUD  OFFERING:  Enomaly’s  Elastic  Computing  Platform 
(ECP)  is  software  that  integrates  enterprise  data  centers  with  com¬ 
mercial  cloud  computing  offerings,  letting  IT  pros  manage  and  govern 
both  internal  and  external  resources  from  a  single  console,  while 
making  it  easy  to  move  virtual  machines  from  one  data  center  to 
another. 

WHY  WE’RE  WATCHING  IT:  Unlike  the  other  nine  vendors  on 
this  list,  Enomaly  doesn’t  offer  services  of  its  own  over  the  Web.  But  its 
software  could  prove  crucial  as  enterprises  grapple  with  the  problem 
of  managing  a  wide  array  of  computing  resources  that  live  both  inside 
and  outside  the  firewall.  Intel  has  recognized  Enomaly's  promise, 
bankrolling  the  company’s  product  development,  which  focuses 
heavily  on  managing  the  various  hypervisors  used  both  within  enter¬ 
prises  and  by  cloud  providers. 

CEO:  Richard  Reiner,  called  out  of  semi-retirement  to  become 
Enomaly  CEO  this  year.  Most  recently,  Reiner  was  founder  and  CEO  of 
Assurent,  an  SaaS  company  acquired  by  Telus  in  2006. 

HOW  ENOMALY  GOT  ITS  START:  Enomaly  was  born  five 
years  ago  as  a  consulting  business,  but  later  developed  an  open 
source  management  tool  that  runs  on  top  of  the  Xen  hypervisor. 
Enomaly  dropped  its  consulting  business  for  good  last  year  to  focus 
on  cloud  management  software. 

WHO  USES  THE  SERVICE:  More  than  two  dozen  customers 
have  been  named  publicly,  including  Business  Objects,  France  Tele¬ 
com,  NBC,  the  Canadian  government,  Deutsche  Bank,  Best  Buy  and 
several  universities. 

COMPANY  NAME:  Google 

FOUNDED:  1998 

LOCATION:  Mountain  View,  Calif. 

CLOUD  OFFERING:  Google  Apps,  a  set  of  online  office  pro¬ 
ductivity  tools  including  e-mail,  calendaring,  word  processing  and  a 
simple  Web  site  creation  tool;  Fbstini,  a  set  of  e-mail  and  Web  security 
services;  and  the  Google  App  Engine,  a  platform-as-a-service  offering 
that  lets  developers  build  applications  and  host  them  on  Google’s  in¬ 
frastructure. 

WHY  WE’RE  WATCHING  IT:  No  one  knows  the  Internet  quite 
like  Google.  While  the  company's  main  focus  is  crawling  the  Web  and 
delivering  advertising-supported  search  results,  Google’s  foray  into 
SaaS  applications  for  businesses  is  hastening  the  industry’s  move  from 
packaged  software  to  Web-hosted  services,  and  App  Engine  provides 
a  credible  alternative  in  the  platform-as-a-service  market. 

CEO:  Eric  Schmidt,  former  CTO  of  Sun  and  former  CEO  of  Novell, 
took  the  helm  in  2001. 

HOW  GOOGLE  GOT  INTO  CLOUD  COMPUTING:  Google 
Apps  was  the  company’s  attempt  to  branch  out  beyond  the  consumer 


search  market  and  become  a  player  in  the  enterprise. Google  unveiled 
the  enterprise  version  of  Apps  in  February  2007  in  a  competitive  strike 
against  rival  Microsoft,  and  followed  up  by  releasing  App  Engine  in 
April  2008. 

WHO  USES  THE  SERVICE:  Lots  of  small  businesses,  enter¬ 
prises  and  colleges  including  Arizona  State  University  and  North¬ 
western  University 

COMPANY  NAME:  GoGrid  (a  division  of  ServePath) 

LAUNCHED:  March  2008  (ServePath  was  founded  in  2001, 
GoGrid  development  began  in  2006) 

LOCATION:  San  Francisco 

CLOUD  OFFERING:  The  GoGrid  platform  offers  Web-based 
storage  and  the  ability  to  quickly  deploy  Windows-  and  Linux-based 
virtual  servers  onto  the  cloud,  with  preinstalled  software  including 
Apache,  PHR Microsoft  SQL  and  MySQL. 

WHY  WE  RE  WATCHING  IT:  GoGrid,  one  of  Amazon’s  chief 
competitors  in  the  cloud  storage  and  compute  markets,  distinguishes 
itself  from  Amazon  in  a  couple  ways.  GoGrid  offers  Windows  Server 
2008  instances  (Amazon  offers  only  Windows  Server  2003)  and  100% 
uptime  service-level  agreements  (Amazon  offers  99.95%  for  compute 
and  99.9%  for  storage). 

CEO:  John  Keagy  the  CEO  and  founder  of  ServePath,  built  and  sold 
several  ISPs  in  the  decade  prior  to  starting  ServePath. 

HOW  GOGRID  GOT  ITS  START:  Executives  at  ServePath,  a 
dedicated  server  hosting  company  created  GoGrid  after  deciding  that 
inefficiencies  within  the  standard  hosting  model  could  be  alleviated 
with  a  self-service,  pay-as-you-go  infrastructure. 

WHO  USES  THE  SERVICE:  Mostly  start-ups, Web  2.0  and  SaaS 
companies, plus  a  few  big  names  such  as  SAP  and  Novell  who  are  run¬ 
ning  pilots  or  small  test  projects  on  the  GoGrid  service. 

COMPANY  NAME:  Microsoft 

FOUNDED:  1975 

LOCATION:  Redmond,  Wash. 

CLOUD  OFFERING:  Azure,  a  Windows-as-a-service  platform 
consisting  of  the  operating  system  and  developer  services  that  can  be 
used  to  build  and  enhance  Web-hosted  applications.  Azure  is  in  beta 
until  the  second  half  of  2009. 

WHY  WE’RE  WATCHING  IT:  This  is  Microsoft's  first  big  foray 
into  the  cloud.  But  for  all  of  Microsoft’s  might,  it  is  still  a  new  player  in 
the  cloud  market  and  has  questions  to  answer.  For  example,  will  it  be 
easy  to  move  existing  applications  onto  the  Azure  platform,  and  will 
Microsoft  avoid  the  tendency  toward  vendor  lock-in  —  which  is  bad 
for  users  but  has  been  tremendously  profitable  for  Microsoft  in  the 
world  of  packaged  software? 

CEO:  Steve  Ballmer,  appointed  CEO  in  2000  after  20  years  with  the 
company. 

HOW  MICROSOFT  GOT  INTO  CLOUD  COMPUTING: 

Microsoft  made  its  name  by  developing  the  operating  system  for 
home  and  work  computers.  But  with  all  forms  of  applications  moving 
to  the  Web-hosted  model,  it's  no  surprise  Microsoft  would  make 
Windows  available  over  the  cloud.  Microsoft  also  provides  a  set  of 
business  services  over  the  Web,  including  Exchange,  SharePoint,  Office 
Communications  Server,  CRM  and  Live  Meeting. 

WHO  USES  THE  SERVICE:  Software  companies  Epicor, 
S3Edge  and  Micro  Focus  are  among  the  early  customers  using  Azure 
to  develop  cloud  applications. 
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company  name:  NetSuite 

m 

FOUNDED:  1998 
LOCATION:  San  Mateo,  Calif. 

CLOUD  OFFERING:  A  business  software  suite  includ¬ 
ing  e-commerce,  CRM,  accounting  and  ERP  tools. 

One  of  the  industry's 
most  successful  online  business  software  providers,  NetSuite 
has  a  tendency  to  make  competitive  moves  that  are  both 
entertaining  and  potentially  profitable  for  customers.  NetSuite 
recently  promised  50%  discounts  to  Sage  Software  customers 
who  switch  to  NetSuite,  and  made  a  similar  offer  to  Sales- 
force.com  and  SAP  customers  last  year.  NetSuite  will  even  inte¬ 
grate  with  rivals'  technology,  for  example  by  connecting  its 
ERP  suite  to  Salesforce's  CRM  tools,  a  move  designed  to  lure 
Salesforce  customers  by  enabling  new  business  processes. 

CEO:  Zach  Nelson,  appointed  in  2002  after  holding  exec¬ 
utive  positions  at  companies  such  as  Oracle  and  Sun. 

HOW  NETSUITE  GOT  STS  START:  NetSuite,  origi¬ 
nally  called  NetLedger,  was  founded  by  Oracle  CEO  Larry 
Ellison  and  NetSuite  CTO  Evan  Goldberg  to  make  Web-based 
applications  for  small  businesses.  NetSuite  and  Oracle  had 
tight  go-to-market  partnerships  in  the  company’s  early  years 
but  Ellison's  official  influence  over  the  company  has  dimin¬ 
ished  since  NetSuite  went  public  late  in  2007. 

WHO  USES  THE  SERVICE:  Thousands  of  small  busi¬ 
ness  and  enterprise  customers  worldwide  including  Wolf¬ 
gang  Puck  Coffee, Wrigleyville  Sports  and  Isuzu. 

company  name:  Rackspace 

FOUNDED:  1998 
LOCATION:  San  Antonio, Texas 
CLOUD  OFFERING: The  Rackspace  Cloud, also  known 
as  “Mosso,”  consists  of  three  major  services:  Cloud  sites,  a  plat¬ 
form  for  building  Web  sites;  Cloud  Files,  a  storage  service;  and 
Cloud  Servers,  an  Amazon  EC2-like  service  that  provides 
access  to  virtualized  server  instances. 

WHY  WE’RE  WATCHING  IT:  Rackspace  has  a  long 
history  of  offering  hosted  data  center  services  and  is  a  trusted 
name  in  the  enterprise.  With  Mosso,  Rackspace  is  taking  aim 
at  the  platform-as-a-service  and  infrastructure-as-a-service 
markets,  the  two  key  areas  for  customers  looking  to  build 
Web-hosted  applications. 

CEO:  Lanham  Napier  joined  Rackspace  as  CFO  in  2000 
and  became  CEO  in  2006. 

HOW  RACKSPACE  GOT  INTO  CLOUD  COM* 
PITTING:  Rackspace  has  always  focused  on  providing  dedi¬ 
cated,  rather  than  shared,  data  center  resources.That  is,  until  a 
small  team  in  the  company  said, “There  has  to  be  a  better  way 
for  Web  designers  to  build  Web  sites  rather  than  getting  a  ded¬ 
icated  server”  that  requires  extensive  management,  according 
to  Rackspace  CTO  John  Engates.With  a  multi-tenant  cloud  ser¬ 
vice,  Rackspace  can  offer  as-needed  access  to  computing  re¬ 
sources  for  one-off  projects.“Cloud  looks  a  lot  like  our  business 
today;  it’s  just  changing  how  it's  sold,”Engates  says. 

WHO  USES  THE  SERVICE:  Web  developers  and 
SaaS  providers  such  as  Zapproved,  which  uses  Mosso  to 
deliver  an  online  productivity  tool. 


company  name:  RightScale 

FOUNDED:  2006 
LOCATION:  Santa  Barbara,  Calif. 

Cloud  offering:The  RightScale  Platform, SaaS  that  helps  cus¬ 
tomers  manage  the  IT  processes  they  have  outsourced  to 
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cloud  providers  such  as  Amazon  and  GoGrid.  RightScale  helps  customers 
build  and  clone  virtual  servers  for  the  cloud,  performs  load  balancing  in  re¬ 
sponse  to  changing  needs,  automates  storage  backups,  and  offers  monitoring 
and  error  reporting. 

WHY  WE'RE  WATCHING  IT:  Because  for  all  of  the  cloud's  promises 
of  simplicity  deploying  virtual  servers  and  applications  in  the  cloud  requires 
work  on  the  part  of  the  IT  department,  particularly  if  a  customer  is  using  mul¬ 
tiple  cloud  services.  RightScale  is  automating  the  grunt  work  required  to  use 
the  cloud  most  effectively 

CEO:  Michael  Crandell,  RightScale  co-founder  who  was  held  executive 
positions  at  SaaS  companies  including  eFax  and  Celebros. 

HOW  RIGHTSCALE  GOT  ITS  START:  Two  of  RightScale’  three 
founders  come  from  Citrix  Online,  including  CTO  Thorsten  von  Eicken,  who 
decided  that  software  providers  shouldn’t  be  burdened  with  the  enormous 
task  of  building  and  maintaining  data  centers.  Building  data  centers  should  be 
for  “other  people  who  have  a  core  competency  in  that,”  he  says.“I  build  SaaS 
services  and  there’s  no  reason  to  go  out  and  build  a  data  center  again.” 

WHO  USES  THE  SERVICE:  Social  networking  vendors  and  other 
companies  that  need  help  managing  cloud-based  servers,  including  Share- 
This,TagCow,  Dolnk  and  iWidgets. 


company  name:  Salesforce.com 

FOUNDED:1999 

LOCATION:  San  Francisco 

CLOUD  OFFERING:  Salesforce  .corn’s  flagship  is  a  set  of  CRM  tools 
including  salesforce  automation,  analytics,  marketing  and  social  networking 
tools.  A  second  major  offering  is  Force.com,  a  platform  for  building  Web  appli¬ 
cations  and  hosting  them  on  the  Salesforce  infrastructure. 

WHY  WE’RE  WATCHING  IT:  Salesforce.com  helped  pioneer  the  SaaS 
market,  which  has  now  been  lumped  into  the  umbrella  term  “cloud  comput¬ 
ing.”  With  Force.com,  Salesforce  is  moving  beyond  SaaS  into  the  platform-as- 
a-service  market,  which  could  revolutionize  the  way  businesses  build  and 
deliver  applications  to  users  and  customers. 

CEO:  Marc  Benioff,  also  the  founder  and  chairman  of  Salesforce.com, 
spent  13  years  at  Oracle  in  a  variety  of  executive,  sales  and  product  develop¬ 
ment  roles. 

HOW  SALESFORCE.COM  GOT  ITS  START:  Benioff  founded 
Salesforce.com  with  the  goal  of  creating  an  information  management  service 
that  could  replace  traditional  business  software  technology,  the  company  says. 
Initial  funding  was  provided  by  investors  including  Oracle  CEO  Larry  Ellison. 

WHO  USES  THE  SERVICE:  55,400  customers  in  many  industries 
including  financial  services,  communications  and  media,  energy  healthcare 
and  retail. 


Go  online  for  Cloud  Com 


fit  If: 


What  is  cloud  computing?  How  is  it  different  from 
SaaS?  What’s  the  difference  between  public  and 
private  clouds?  All  of  these  questions  and  more  are 
answered  by  Senior  Editor  Jon  Brodkin. 

http://tinyurl.com/r5n8e3 

O' ffourcoh  i  ntake  sure  my  data  m  ui 

A  Data  safety  in  the  cloud  is  not  a  trivial  concern.  Online  storage 
vendors  such  as  The  Linkup  and  Carbonite  have  lost  data,  and 
were  unable  to  recover  it  for  customers.  Secondly,  there  is  the 
danger  that  sensitive  data  could  fall  into  the  wrong  hands. 
Before  signing  up  with  any  cloud  vendor,  customers  should 
demand  information  about  data  security  practices,  scrutinize 
service-level  agreements,  and  make  sure  they  have  the  ability 
to  encrypt  data  both  in  transit  and  at  rest. 
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Willful  technological  ignorance 


A  few  weeks  ago  I  came  across  a  neat  piece 
of  public  relations  fluff  by  GE.This  is  part 
of  the  company’s  “Smart  Grid”  campaign,  a 
catch-all  program  for  promoting  GE’s  smart 
power  meters,  alternative  energy  products  and 
power  management  technologies. 

If  you  go  to  the  company’s  Web  site 
(http://tinyurl.com/cjw568)  you  will  experience 
a  truly  slick  Flash-based  presentation,  and  the 
piece  of  fluff  can  be  found  on  the  right  side  of  the  home  page:  a  pro¬ 
posal  to  “see  a  digital  hologram  of  Smart  Grid  technology  come  to  life 
in  your  hands.” 

Click  on  the  link  and  you’ll  be  given  instructions;  all  you  need  is  a 
Webcam  and  a  printer. You  print  a  PDF  that  displays  a  diagrammatic 
solar  panel  then  click  on  either  “Launch  Wind  Turbine”  or  “Launch  Solar 
Energy”  and  hold  the  printout  with  the  diagram  facing  the  camera. 

If  the  gods  of  demos  smile  upon  you,  on  your  screen  you  will  see  a 
real-time  video  image  of  you  holding  the  printout  with  an  apparently 
3D,  animated  model  sticking  out  of  the  paper.  As  you  move  the  paper 
the  model  will  also  move  so  that,  within  limits,  you  can  pan  and  zoom 
around  the  simulation.lt  is,  without  doubt,  really  really  cool. 

But  here’s  the  thing:  GE  refers  to  this  as  a  “digital  hologram.”  Now, 
according  to  Merriam  Webster  Online,  a  hologram  is  “a  three-dimen¬ 
sional  image  reproduced  from  a  pattern  of  interference  produced  by  a 
split  coherent  beam  of  radiation  (as  [from]  a  laser).”  In  other  words, 
the  GE  presentation  is  not  a  hologram  at  all.  It  is  “augmented  reality’ 

I  must  digress  and  note  that  augmented  reality  has  been  around  for  a 
long  time,  mainly  in  the  field  of  virtual  reality  Most  recently  I’ve  seen  a 
couple  of  augmented  reality  applications  on  the  G1  mobile  phone. 

The  first  of  these  was  Mobilizy’s  Wikitude  (http://tinyurl.com/5z8b23), 
which  overlays  the  real-time  image  from  the  camera  with  labels  indi¬ 


cating  the  points  of  interest  in  the  direction  the  camera  is  pointing. 
Amazingly  cool. 

Another  augmented  reality  application  on  the  G1  was  the  recently 
released  Google  Sky  Map  (http://tinyurl.com/q8hs9o). This  software 
displays  a  diagram  on  the  Gl’s  screen  of  the  planets, stars  and  constel¬ 
lations  that  should  be  visible  behind  the  phone  as  you  move  it  around. 

Anyway,  GE  has  been  throwing  around  the  term  “digital  hologram” 
with  wild  abandon  and  I  have  yet  to  see  anyone  take  them  to  task  for 
using  the  term  incorrectly 

Does  it  matter?  I  think  it  does  because  it  is  an  example  of  how  being 
willfully  ignorant  about  technology  makes  us  all  a  little  dumber. 

Take  defibrillation.  If  you  believe  what  you  see  on  the  TV  show 
“House”,  a  person’s  heart  stops  and  whap!  One  or  two  jolts  and  no 
more  flat  line.The  reality  is  that  defibrillation  is  only  at  best  and  under 
ideal  circumstances,  about  74%  successful. 

When  we  make  stuff  up  for  the  sake  of  marketing  hyperbole  or  enter¬ 
tainment,  then  tens  of  thousands  of  children  and  uneducated  adults 
accept  these  erroneous  terms  and  ideas  as  if  they  were  the  truth. 

Is  it  any  wonder  that  lawmakers  so  often  make  such  whopping  gaffs 
when  they  try  to  write  legislation  that  involves  anything  to  do  with 
technology,  and  that  most  of  their  constituents  let  them  get  away  with 
it?  None  of  them  know  better! 

This  kind  of  mangling  of  how  we  understand  technology  just  holds 
our  society  back  and  keeps  us  collectively  slightly  dumber  than  we 
ought  to  be.  It  may  well  keep  us  entertained  but  would  we  be  less 
entertained,  informed  or  persuaded  to  buy  if  all  of  this  needless  and 
pointless  inaccuracy,  this  willful  ignorance  about  technology  was 
missing? 

Gibbs  tries  to  be  accurate  in  Ventura,  Calif.  Tell  him  your  margin  of 
error  at  backspin@gibbs.com. 
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Google  ran  out  of  bandwidth?  . . .  Google? 


For  a  while  there  a  few  days  ago  it  seemed 
to  some  as  though  the  Google  Chrome 
browser  development  team  had  proven 
again  that  no  matter  how  much  bandwidth  is 
made  available,  someone,  somewhere,  for  some 
reason,  is  going  to  need  or  want  more. 

Instead,  what  really  occurred  was  a  both  an 
innocent  failure  to  communicate  and  yet 
another  lesson  in  the  risks  —  I  use  the  term 
loosely  —  that  can  come  with  freewheeling 

Here’s  what  was  posted  to  the  Google  Chrome  Releases  blog  by 
Program  Manager  Mark  Larsen: “We  were  not  able  to  issue  a  Dev  chan¬ 
nel  release  this  week.  Our  test  team  did  a  great  job  in  qualifying  two 
Stable  updates  and  a  Beta  update  this  week,  and  we  just  didn’t  have 
the  bandwidth  to  push  a  Dev  channel  release.  We’ll  get  an  update  out 
early  next  week.  Stay  tuned  for  some  exciting  new  features  we  hope  to 
land  in  the  Dev  channel.” 

Which  prompted  a  blogger  for  another  trade  publication  to  write:“It 
sounds  like  there  isn’t  going  to  be  a  dev  channel  release  of  Chrome 
this  week  —  simply  because  they’ve  already  updated  the  stable,  and 
beta  channels  this  week,  and  simply  can’t  do  any  more  because  they 
ran  out  of  bandwidth. . . .  You  wouldn’t  think  bandwidth  at  Google 
would  be  an  issue,  but  it  sounds  like  it  can  be.” 

Which  prompted  an  industry  analyst  to  send  me  the  link  to  that  post 
and  a  message  noting: “I  thought  this  was  pretty  funny  —  Google  run¬ 
ning  out  of  bandwidth.” 

By  which  time  the  Google-sucked-up-all-its-bandwidth  report  had 
been  picked  up  by  a  bunch  of  other  bloggers  and  news  sites,  both 
domestic  and  foreign,  all  of  whom  seemed  convinced  that  those 


Google  code  jockeys  had  overstuffed  the  pipes. 

Now  one  can  only  imagine  the  fallout  were  such  a  Google  band¬ 
width  crisis  actually  true.  Service  providers  would  be  rushing  out 
press  releases  touting  the  depletion  as  proof  positive  of  the  need  for 
bandwidth  caps.  A  congressman  might  smell  a  headline  opportunity 
Heck,  Wall  Street  might  wonder  if  the  recession  had  hamstrung 
Google’s  entire  R&D  operation. ...  Bailout? 

But,  alas,  the  facts  again  get  in  the  way  of  a  great  story: 

Google’s  Larsen  updated  the  blog  post  last  Monday:”  [Edit,  11  May 
2009:  Change  ‘bandwidth’  to  ‘test  capacity’.  Sometimes  the  colloquial 
jargon  we  use  at  work  translates  imprecisely  for  a  public  audience.]” 

Ah,  test  capacity  ...  colloquial  “bandwidth,”  not  real  bandwidth.  Well, 
it’s  still  kind  of  interesting  to  learn  that  even  at  Google  —  $129  billion 
Google  —  certain  resources  remain  finite. 

What  does  security  software  have  to  do  with  swine  flu? 

Right,  absolutely  nothing.Yet  that  lack  of  any  connection  did  not 
deter  Cyber-Ark  Software  from  sending  us  a  press  release  with  this 
headline:“Cyber-Ark’s  security  helps  keep  Swine  Flu  under  control.” 

Uh,  how’s  that?  Well,  it  seems  that  medical  professionals  would  be 
incapable  of  communicating  with  one  another  and  transferring  sensi¬ 
tive  patient  data  electronically  without  the  sense  of  security  offered  by 
this  vendor’s  products. 

And  we  would  all  have  swine  flu  by  now.  (I’ll  bet  you  were  wonder¬ 
ing  why  all  the  hysteria  seems  to  have  died  down.) 

Of  course,  vendors  are  always  trying  to  attach  their  wares  to  the 
news  of  the  day;  we’re  used  to  that  sort  of  thing  around  here. 

But  usually  there’s  at  least  a  germ  of  a  connection. 

You  may  connect  with  me  via  the  usual  channel:  buzz@nww.com. 
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without  an  extreme  learning  curve. 


Imagine  having  a  storage  architecture  flexible  enough  to  handle  application  data  at  every  stage,  from 
creation  to  archiving.  So  your  team  can  do  more,  without  having  to  learn  more.  You’ll  experience  our  commitment 
to  creating  storage  and  data  management  solutions  to  help  you  be  more  nimble  in  the  face  of  stiff  competition. 
Discover  how  we  can  help  your  business  go  further,  faster.  Visit  netapp.com/flexible. 
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